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.... just like Freeman ”MASTER-FITTERS” / 


Freeman " MAsten-Firrens*’’ win customers for keeps! 
The man who frankly needs a little help for his feet 
Finos it. And the man who boasts that he never has 
feet trouble, discovers that MastEen-Fiitens offer 
something new in comfort — along with good looks 
and good leather. 

It’s all because of the famous Freeman MaAsten- 
Frrren 2-Way Arch-Bracer and arch-cushion wedge 
heel—one of the greatest comfort-combinations in 


the shoe business. Add Freeman quality and style, 
and you can see why these shoes are producing 
volume for merchants everywhere. 

Investigate the Freeman line. Study the opportunity 


“in your community” to create new business with 


these nationally advertised shoes. Our representative 
will call...and we'll gladly send the latest Freeman 


catalog, showing 175 fast selling styles... 
FREEMAN SHOE CORPORATION... Betor, Wisconsin 





FREEMAN 
Wlatter Pitters 


WORN WITH PRIDE 


* 
REG. U. BS. PAT. OFF, 


BY MILLIONS 





When writing advertisers please mention Boot‘and Shoe Recorder 
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VOICE of the 


ST. CRISPIN’S DAY comes Sun- 
day, Oct. 25. It’s likely that there’s 
not a shoeman in all the land who 
will sing a Crispin song. Yet, St. 
Crispin was a famous shoemaker, 
and his reputation has endured for 
nigh onto 1200 years. 


* * * 


WE SPEND iT 
ADVERTISING 


s__| 


THE 1936 Revenue Act applied 
to a corporate income of $100,000 
(says the Industrial Bulletin of 
Cambridge, Mass.). 


Nothing paid as dividends.. Tax $31,503 

$20,000 Dividends 

80,000 to buy plant 

$40,000 Dividends 

60,000 Equipment 

¥% to pay debt 

% in dividends 

All paid out in dividends 
advertising 

All spent for research and 





Tax $26,103 
Tax $20,980 


Tax $18,780 
.. Tax $13,840 


* * * 


*6Q ELECT a good line or lines of 
shoes and stay with them, have a 
good price range and be conscien- 
tious in fitting and you'll please 
90 per cent of your customers,” 


says S. H. Freewin, manager of the 
Arthur Frank Store’s shoe depart- 


ment of Salt Lake City. 
“We believe in fitting the cus- 
tomer so thoroughly that no ‘break- 


ing in’ is required and we enjoy a 
good repeat business. This depart- 
ment will shortly be enlarged along 
with the rest of the store to take 
care of increased business.” 

: * * * 


ERA M. LONGINI of Cincinnati, 
Ohio, tells of the regular meeting 
of the Cincinnati Shoe Fair com- 
mittee and the designation of 
June 6, 7, 8, 1937, at the Nether- 
lands Plaza Hotel in Cincinnati— 
thus covering time and date for 
what they term the Mid-West Shoe 
Fair. 

EN commenting on the very suc- 
cessful Fall selling experienced in 
the Shoe Fashion Salon of the J. 
W. Robinson Company store in Los 
Angeles, department manager Paul 
Kirsh attributed his highly satis- 
factory business to the widely 
diversified types of shoes which 
are selling in the top grades. The 


two main contributing factors are 


a new type of shoe and public 
acceptance of a new finish leather. 


“The newest thing we have is 
the high front sport shoes which 


are going over big. Several size 
up orders this early in the season 
attest to their continuous popular- 


Page II 
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ity. In materials, our suedes are 
followed almost entirely by smart 
patterns in the new dulled kidskins. 
This leather has been a sensational 
seller in fine fashion shoes this 
Fall. As for colors, aside from 
black, blues are very strong, Indies 
and Spanish Tans are extra good 
—while the greens and wines are 
meeting with a most satisfactory 
response among our patrons.” 





GRADING up is a very definite 
trend in shoes. L. P. Hallack 
opened a shoe department for 
Rothschild & Son in Kansas City, 
Mo., Aug. 5, and says of his ex- 
perience to date: 

“We feature only very high style 
shoes from $6.95 to $14.75. Being 
a new department, we kept a de- 
tailed record of each transaction 
and from those recoids we have 
proven, at least to our own satis- 
faction, that women are definitely 
buying better shoes. We keep a 
careful check of the make and price 
of the shoes we are taking off the 
feet of our customers. It may sur- 
prise you to know the results. 

“Forty per cent of our $6.95 
shoes sold, the customer had been 
wearing shoes that cost her $3.95 








and under. Twenty-seven per cent 
of our $8.75 shoes sold, she took 
off a pair that had cost her $5.00 or 
$6.00. In the upper price brackets 
she bought shoes of equal value 
and in many cases we could have 
sold even a higher price shoe, if we 
had it. In no case can we recall 
where the customer insisted on a 
cheaper shoe than she was wearing. 
We think this interesting, especially 
to those merchants who feel they 
cannot sell better shoes. It is the 
writer’s firm conviction that most 
all shoe retailers have been too 
slow in grading up. 

“There is another thing I would 
like to mention and that is from 
all style sources it was said this 
was going to be a black and more 
black season. I cannot recall a 
season that has been so colorful as 
this one has been so far. We have 
been having a steady demand for 
dubonnet, grey, green, blue and 
brown; and as Kansas City is a 
very representative city, we hardly 
think this is a local condition. We 
also notice a very definite demand 
for higher heels.” 
































@SCAR R. STRAUSS, JR., di- 
rector of promotion, advertising 
and sales at Rich’s, Inc. of Atlanta, 
Ga., writes: 

“A great deal of time and thought 
has been devoted to the subject of 
advertising and sales planning. | 
regret that so far no Utopian sys- 
tem has been evolved to lead us 
out of the morass of budgeting and 
planning as it exists today. Every- 
one has his own system, usually 
one that he has recently worked out 
and is using for the first time; and 
will no doubt have another one by 
the time the.next 30-day planning 
period comes around. 

“However, each individual should 
plan to the best of his ability, no 
matter what the system be. As the 
old lady said when she kissed the 
‘Chacun a son gout.’ The 


cow: 








SHOOT THE WORKS! 





— "Retail trade, which receded both 
in August and September, should 
rise substantially in the last quar- 
ter — 

—So says Brookmire Bulletins, whose 
opinion on financial and economic 
trends, we regard most highly— 

— Brookmire opinion on the balance 
of the year is based on 
I—A rising level of commodity 

prices. 
2—A higher level of employment. 
3—Some increase in wage scales. 
4—A satisfactory level of farm 
income. 
5—Higher industrial output which 
oan greater demand for 
coal and metals. 

—The above, in addition to in- 
creased steel and automobile pro- 
duction, higher volume of residen- 
tial building, and capital improve- 
ments by railroads, public utilities, 
etc., a'l point to a rising tide of 
business. 

—So, this is no time to coast or put 


on brakes—but rather full speed 
ahead. 


Lace 6 Ton 


President 





prime achievement, after all, is the 
plan and not the system of plan- 


ning.” 
* * tt 


S*BRETAIL sales in the United 
States totaled $32,790,267,000 in 
1935, a gain of 31 per cent over 
1933”—a summary of Census of 
Business figures for the various 
states. The number of stores in- 
creased eight per cent over 1933, 
employees 14 per cent and payrolls 
23 per cent. These percentage in- 
creases indicate a healthy and sub- 
stantial business recovery; the re- 
lationship of payrolls to volume 
being particularly significant. 
The Mountain States had the 


largest gain in business over 1933, 
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with an increase of 47 per cent. 
The Pacific States were next with 
39 percent increase. Sales in the 
East South Central States increased 
35 per cent; East North Central, 
33 per cent; South Atlantic, 32 per 
cent; West North Central, 32 per 
cent; West South Central, 31 per 
cent; New England, 27 per cent; 
Middle Atlantic, 25 per cent. 

The Atlantic Seaboard States ac- 
counted for 35 per cent of the total 
retail sales in 1935; the Middle 
Western States accounted for 32 
per cent. The West South Central 
States of Arkansas, Louisiana, Okla- 
homa and Texas did 7 per cent of 
the total business; the East South 
Central, comprised of Alabama, 
Kentucky, Mississippi and Tennes- 
see, did 4 per cent of the total; the 
Pacific Coast States, 10 per cent: 
New England, 8 per cent. 

The sales volume for 1935 was 
67 per cent of that for 1929, the 
pre-depression year when sales 
totaled $49,114,653,000. 


* *% * 


THOMAS YOUNG and Elmer H. 
White, footwear executives of the 
United States Rubber Products. 


~ 3 
Inc., flew to the Pacific Coast re- 
cently to investigate a new rubber 
footwear style trend. Mr. White 
is quoted as saying: 

“Several days ago the news came 
to my New York office concerning 
the Pacific Coast movement for 
colleges and secondary schools to 
‘wear their colors’ in canvas, rub- 
ber-soled sport shoes. We were ad- 
vised that the University of Cali- 
fornia, U. S. C., St. Mary’s, U. C. 
L. A., and the University of Wash- 
ington had started the trend. Nat- ‘ 
urally, this meant an original and 
important style trend that had 
sprung up overnight. We hopped 
the next plane to investigate on the 
ground.”* 





—_ 





DR. WILLIAM H. McCARTHY 


of Danvers, Mass., after an exam- 




















ination of feet and footwear of high 
school students, reports that: 

“Thirty-six per cent of the boys 
walk right; 27 per cent of the girls 
have a correct tread; 58 per cent 
of the boys toe out too much; 6 per 
cent toe in; 64 per cent of the 
girls toe out too much; 9 per cent 
toe in.” 

After some discussion of arches, 
joints, etc., Dr. McCarthy recom- 
mends that the feet should have 
more exercise, also that more atten- 
tion should be paid to getting more 
shoes fitted right. 


* * ca 


BR. J. SCHMIDT of Hillsdale, 
Mich., leader of the Michigan Shoe 
Retailers Association, says: 

“Qur convention will be called 
‘Michigan Shoe Fair.’ Dates— 
Jan. 10, 11, 12, 1937. It is spon- 
sored by the Michigan Shoe Re- 
tailers, Association, assisted by the 
Michigan Shoe Travelers Club. It 
will be held at the Hotel Statler, 
Detroit, Mich. We expect it to be 
the largest convention ever held in 
the state. Sunday is for buying. 
Monday will have its noon-day 
luncheon and on Monday evening 
a large stag party will be held in 
the main ballroom of the hotel. 
On Tuesday evening a magnificent 
style show, with banquet to follow. 
We are off to a good start.” 


* * * 


GEORGE MILLER, president of 
the Shoe Fashion Guild of America, 
says: 

“We are approaching a better 
understanding in the shoe indus- 
try. It is the proud boast of the 
Guild that it has brought about a 
spirit of cooperation between pro- 
ducer and distributor that is for 
the best interest of both. 

“This mutual understanding is 
based on a firm foundation that we 
have one great dominant interest— 
the promotion of quality footwear. 

“We stand shoulder to shoulder 
at a time when there is every prom- 
ise of profit in the promotion of 
our merchandise. There is an ever- 
increasing demand for our quality 
products. Brilliant new designs 
translated into fine footwear by 
master craftsmen are winning their 
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way back where they belong in the 
esteem of American women, and 
fine footwear has also been elevated 
to a new plane of dignity in the 
minds of producers and distribu- 
tors. 

“The members of the Shoe Guild 
will make an outstanding presenta- 
tion of their styles for Spring 1937 
in the face of a most promising 
season. The revived interest in the 
high type of merchandise which 
they produce, gives every promise 
for the successful promotion of 
quality footwear. With these 


’ thoughts in mind, we await the 


honor of greeting you at our third 
Guild Showing—Nov. 5, 6, 7 at 
the Waldorf-Astoria Hotel in New 
York City.” 


£* 


HL OWARD GC. KURTZ, at a meet- 
ing of the Rotary Club of Ardmore, 
Pa., told of a custom that has been 
going on in his family of shoe men 
for half a century. Whenever 
babies are born into the families 
of his friends or customers, he 
sends a pair of baby shoes. 

It’s one of the most valuable of 
human contacts. 








WY aS Mu ~ 


*6§T is mighty hard for an old 
firm to show a substantial, steady, 
month-by-month increase in _busi- 
ness,” M. Kalsman, men’s shoe 
buyer for Silverwood stores in Los 
Angeles, says. 

“True, there are plenty of ways 
we can bring in a crowd for a few 
weeks or months by sales, real or 
fake, but a concern that has been 
in business for forty years, cannot 
do such tricks. When we talk of 
showing a 15 to 20 per ‘cent in- 
crease in sales for a year’s time, 
we are talking big figures. In 
order to do this, a department 
buyer must show a steady increase 
for every month in the year. And 
that is a job in itself.” 


* * * 


THE Fentius Shoe Company, Den- 
ver, does not allow the receiving 
room clerk to check incoming ship- 
ments from the invoice itself. When 
the clerk has the invoice in his 
hands it is too easy for him to 
look at a big shipment and “guess” 
it checks all right without actually 
counting everything. 

The invoices are kept on the file 
in the office. The receiving clerk 
must therefore count and record 
every shipment in his “Receipts 
Book” without benefit of knowing 
how many there should be of each 
style. His count is then checked 
against the invoice in the office. 


"Junior is so hard on his shoes, jumping about the way he does, that I've decided 


to keep him indoors." 











MERRILL A. WATSON 


WHEN I first considered the subject assigned to me 
on this occasion, I wondered if the mails had gone 
astray and I had received the subject intended for the 
Delphic oracle. Not only must I look into the future 
of leather prices, but also of shoe prices. At least, 
there is a little grim satisfaction in knowing that some 
retailer connected the two subjects. If retailers are 
willing to recognize that there is a connection between 
shoe and leather prices, it is almost worthwhile for 
me to walk where angels fear to tread. 

Not being endowed with psychic powers, I am afraid 
that I cannot see anything through the veil of the 
future which is not perfectly visible to you. If I 
should merely tell you that fundamental changes have 
come and are coming about in the leather and shoe 
industries, changes which may have an important bear- 
ing on the business of each one of you, you might well 
suspect me of being ex parte to the argument. Let us 
rather review together the situation which has existed 
and exists today in hides, leather and shoes, so that you 
may form your own opinion of what is ahead for prices. 

The sound approach to the question of what is in 
store for shoe and leather prices is through an ap- 
praisal of prospective volume in shoes-and’in leather. 

First, let us consider the prospect of shoe produc- 
tion. This may not shed light directly on shoe prices 
because some of us feel that price is of no great im- 
portance so far as shoe volume is concerned. Although 
the shoe industry may be in a somewhat unique posi- 
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What’s Ahead 
for Shoe and 


Leather Prices 


Address of Merrill A. Watson, Executive Vice- 
President, Tanners’ Ceunceil of America, at the 
Cenvention of the New York State Shee Retail- 
ers’ Association, Surveying Market Situation 


tion in this respect, per capita consumption figures 
lead to the conclusion that within certain limits price 
has little to do with consumption’ In any case, the 
prospects for shoe production are important because 
leather volume depends upon shoe volume, and this 
is a matter strictly essential to our analysis. 

The question we are all debating today with respect 
to shoe production is, will output in 1936 make another 
new all-time record? It is an historical fact that shoe 
manufacturers turned out considerably more shoes last 
year than in 1929. At the beginning of this year cur- 
rent opinion in the trade seemed to lean towards the 
belief that the shoe and leather industries had over- 
produced in the Fall of 1935 and that output in 1936 
would be somewhat lower. In fact, I believe I went 
on record at that time as estimating that output might 
be between 365 and 370 million pairs. This would be 
somewhat below last year, but still greater than in our 
prosperity high water mark, 1929. It is not surprising 
then, that when the first official shoe production figures 
began coming in this year, indicating output ahead of 
1935, they caused all sorts of criticism. However, for 
the first nine months we have probably produced five 
to seven million more pairs than in 1935. It will be 
readily apparent that if production is maintained at. 
this rate, we shall reach or come close to the 390 mil- 
lion mark. Even if we curtail output in the last three- 
months, we shall probably equal 1935 volume. 

The reasons for this unusual rate of shoe production 
are known to most of you, and I shall not dwell upon 
them here. Business recovery, increased consumer pur- 
chasing power, and the increased volume of cheap. 
shoes which do not provide length of service, have all 
played a part in establishing this record. At the pres- 
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Map showing principal. sources of world’s leather supplies. 


ent time it is rash to make any definite guess of 1937 
volume. But we may make one hazard, and that is, 
such factors as business recovery and increased con- 
sumer purchasing power will probably play a still 
more important part in 1937. On the other hand, ac- 
cording to present indications, the cheap shoe should 
be of decreasing importance. We must remember that 
the increase in population alone since 1929 should add 
25 to 30 million pairs to our production above the pre- 
depression level. 


WE may presume that such stocks as were accumu- 
lated last Fall have been assimilated. Sales of shoes 
this year are anywhere from 10 to 15 per cent ahead 
of a year ago. It may be argued that the present rate 
of consumption is abnormal because consumers are 
restocking with shoes. Also, it may be only coinci- 
dence, but in the 12 years since 1924 we have never 
had more than three successive years of either low or 
high shoe production. If 1937 shoe output continues 
at current levels, it will be the first time since 1922 
that the shoe industry has enjoyed four successive 
volume years. However, all signs point to our estab- 
lishing this record in 1937. 

In hazarding an opinion on the prospective volume 
of shoe production, we have in a rough way gauged 
the prospective volume for leather. After all, the shoe 
industry is our major customer. Greater or lesser shoe 
production generally means a corresponding change 
in the demand for leather. Of course, price movements 
may accentuate and retard the movement of leather to 
customers. There are in addition, industries using small 
amounts of leather whose consumption fluctuates even 
more widely than shoe production, but broadly, shoe 
volume determines leather volume. For example, nearly 
20 million more hides and calf and kidskins were 





shipped to our customers in 1935 than in 1932, which 
on a percentage basis is not far from the increase in 
shoe output during the same period. At the present 
time we are on the basis of tanning 20 million cattle- 
hides, 14 million calfskins, and 45 million goatskins, 
to say nothing of 40 million sheepskins. In view of 
prospective levels of shoe production, we should expect 
that leather demands may tend to grow. I have em- 
phasized these facts because I shall refer to these 
figures of leather production again. They may have 
a very distinct bearing on future movements in prices. 
Now I do not want to leave you with any impression 
that demand is a fixed matter and can always be taken 
for granted. Of course, this is not the case. Aside 
from the variations in shoe production, price changes 
in leather, substitution, and changes in style may all 
affect demand for leather. On the whole, we can better 
approach the problem by estimating leather demand 
first and equating it with hide and skin supplies. 
This brings us to the question of where we shall get 
the necessary supplies of hides and skins to meet this 
demand for leather and shoes. The facts on supplies 
today in this industry are almost as interesting as 
fiction. While we are dealing with an exceedingly prac- 
tical question, I am forced here to explain certain 


_theoretical aspects of the problem so that you may 


better appreciate the relation of hide and skin supplies 
to the future price level. We have been talking about 
the domestic production of shoes and leather, but we 
must not forget that we never have a domestic supply 
of hides and skins sufficient to produce our leather 
and shoes. Normally, we must depend on the world mar- 
kets for anywhere from 100 per cent of our raw mate- 
rial, as in the case of goatskins, on down to 25 per cent, 
as in cattlehides. For example, if we are consuming in 

[TURN TO PAGE 30, PLEASE] 
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To give a novel touch to a gray tailored suit Joan 
Perry, appearing in the Columbia production “Shake- 
down,” has selected a bag and belt set of navy kid 
with red, green and marine blue leathe 
length gloves of navy. 


r, and wrist- 





S6@SLAMOUR and elegance will be the keynote for 
the Autumn and .Winter mode, judging by present 
trends and particularly by advance fabrics,” says 
Royer, 20th Century-Fox designer. 

“This Winter, fabrics are definitely helping to mould 
the silhouette. The new excessively thick satins with 
the polished surfaces, velvets of the same texture and 
the lames that have the appearance of molten metal 
will help establish the Empire and Directoire line in 
dress because they are at their best in these lines. 

“Just such fabrics are being used by me at the mo- 
ment for Loretta Young in ‘Lloyds of London’ which 
happens to be set in the year 1800, when the familiar 
Empire Silhouette had been so eagerly adopted by 
the fashionable world. 

“I believe that this silhouette will hold the season 
because it is glamorous without being florid or too 
picturesque, as was much of the Renaissance revival. 

“So long as motion pictures and the theatre con- 
tinue to make important use of period plays, the 
interest in period dresses is bound to show itself in 
varied ways. This is inevitable because the motion 
picture has become the greatest means of advertising 
fashions in the world. 

“Following up the elegance of the Empire period, 
there will be more velvet collars and cuffs on suits 
and dresses than have been seen for many seasons. 
This same feeling is apparent in all accessories, from 
beaded flowers which may bloom on formal evening 
shoes to jeweled ornaments in the hair. 

“As to the ever-present question of skirt length and 
waistline, it is obvious that the latter will be actually 
raised, but I doubt if skirts for daytime grow much 

shorter. I find the length which is around fourteen 
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hollywood 
footnotes 


by h. r. t. 


Simone Simon’s Light “Mosquito Boots” 
Jean Harlow’s Search for a Button Hook 


Bing Crosby’s Shoe Rack 


inches most becoming to’ most women, a point of de- 
cided interest to shoe men. For evening, most women 
still prefer their skirts long, or at least ankle length. 

“Black is my preference for daytime clothes, with 
delicate accents of color in the shoes and other acces- 
sories when needed. Off-shades of Burgundy and 
green are also good. Black again is one of my favorite 
colors for evening, especially in the sheer fabric en- 
livened by cellophane designs, such as cellophane 
circles on black net. Velvets in the jewel shades are 
interesting. Beige looks new in satins. And, of course, 
all the aforementioned metal fabrics.” 


* * * 


A new use for shoe laces! ! ! 

The fad for wearing little bows of ribbon on well- 
coiffed Hollywood heads has developed a new quirk. 
Inspired by Jean Arthur’s long, straight hairdress in 
“The Plainsman,” feminine stars are seen wearing 
silken shoe strings, with metal tips, tied in a knot and 
allowed to hang casually among their curls. These 
shoe strings aren’t tied in a bow, either, they’re just 
tied wherever a little restraint is needed in one’s 
coiffure, or wherever a bit of color will serve a purely 
feminine purpose. These shoe laces come in different 
colors and are a definite Calamity Jane fad. 


* * * 


Gladys Swarthout, always the first to launch a 
smart new fashion, is wearing a sports hat of alligator 
to match her alligator shoes. Unlike former versions 
of the leather hat, this is made in the new bonnet 
shape with brilliant quills crossing the back. The shoes 
and the hat are both brown, the quills green and Miss 
Swarthout wears it with a stunning tweed outfit. 
[TURN TO PAGE 51, PLEASE] 
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ARDENT BICYCLER—Although most of the 800 employees of 


the Nunn-Bush Shoe Company, Mil 


waukee, use their own auto- 


mobiles in going to and from work, Henry L. Nunn, president’ 

of the company, prefers to ride on a bicycle from home to office 

and back again, and he enjoys it. He has been doing this for some 
time, and has no intention of adopting faster transportation. 


ROGER A. SELBY GOES A-VISITING—To the offices of 

W. J. Gibbs (right) of Marshall Field and Company, came 

Roger A. Selby, president of the Selby Shoe Company, for 

a chat with one of his customers with whom he has traded 
since almost the beginning of the century. 


FLYING HOSTESSES—Sixteen very attractive reasons why 
flying is so popular. This line-up represents the sixteen 
Flying Hostesses in the Universal picture “The Flying 
Hostess.” What makes these young ladies so spick and 
span are their white kid shoes, trimmed with brown kid. 
The shoes were made by The Fern Shoe Co. of Los 
Angeles, who do considerable work with the studios. This 
picture is to be released early in. November. 


i: 


CORRECTIVE CONSULTATION —George Marott and 
Sydney E. Sein, educational director for the Walker S. 
Dickerson Co., Columbus, Ohio, discussing the trends to- 
ward corrective footwear and corrective measures. Be- 
cause of increased demand for this type of shoe, Mr. Marott 
insisted on lectures pertaining to its construction. 











For an interior display tie-up with the above 

window use goal posts made of dowel sticks 

painted white, and set at an angle in a circular 
plateau of wood painted brown or orange. 


One business day less, but Thanksgiving 
comes two days earlier, and gives that much 
start on early Christmas selling. 


NOVEMBER 3rd—ELECTION DAY 


NOVEMBER lith—ARMISTICE DAY 


| 54 


OLDS IN THE HtAD USUALLY START IN THE FEFT 


“Colds in the head usually start in the feet” 
reads the sign across the top of the inclined sur- 
face on which rubber footwear of all types is dis- 
played. The figures and umbrellas are cut out of 
dark paper and rubber cemented to a gray blue 
background. The “rain” is twisted strips of cello- 
phane one half inch wide fastened at angle before 
the wet-weather scene. 


NOVEMBER I11-26—RED CROSS WEEK 


NOVEMBER 13—FRIDAY the 13th 
(Laecky Day Sale) 
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NOVEMBER 
PROMOTIONS 
ARE 
PLENTIFUL 


Orange panel, brown lettering, natural wishbone 
and turkey. The wishbone is a cutout. 


NOVEMBER 19th—LINCOLN’S 
GETTYSBURG ADDRESS, 1863 
NOVEMBER 26th—THANKSGIVING 
DAY 
NOVEMBER 30th te DECEMBER 7th— 
NATIONAL PROSPERITY WEEK 


BELow 


This gaily decorated “Accessory Cart” brings an 
assortment of hose, bags (and other accessories 
you may carry) to the customer. Pushed by a 


-salesgirl in a peasant costume the novelty of the 


idea will appeal to the customer who has just 
bought shoes, and pleasantly leads to “extra sales.” 


— —~KCCESSORIES 
with 
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Children’s book week—November 8-14—gives op- 
ee portunity for a simple tie up. Use the big poster 
: I Liye style book for a background before which you 
| K and LYFp “ re) ° 
7 itt “EVERY show “classics” from your children’s department. 


WY 


Wy, 


= 
Ache 
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FATHER AND SON WEEK 
Se ie j NOVEMBER 9-15 
Children Sing Their Praise of Our | 
bate eon ee ! —“We serve both.” National Fur Week, No- 
ee te eed vember 8-14—‘“Shoes to Wear With Your Fur 
i Coat.” 


From Election Day. November ‘ird. to 


the first Christmas drive that follows. 


Thanksgiving Day. November 26th, and C HILDRENS CLASSICS 


the month abounds in promotional 
possibilities. Take full advantage of 


every one. 


by R. E. ANDRUSS 


Add to this list all the local tie-ups that 
you have and make up a promotion that 
includes just as many of the opportunities 
as you can possibly handle. With such an 
array there is no need for having the same 
old displays and ads. 


BELOW 

Action in sport shoes. Hunting season is well 

under way in November and here’s an appropriate 

window background. Time to start ski shoe pro- 
motion, too. 


For Armistice Day. A wreath on a white pedestal 
half surrounded by a low plateau holding small 
flags of the allies. 


/ | — aay A / Me? 
ffewsling or Liking. * —_ 


inning of formal social, ' - CF 9 A 
Beginning of formal social, concert ——- : va yy, VAP g orc Yat itn G 


Also informal events. Hunting season. 

ball season. Winter sports—hiking, skiing, and 

skating. Stormy weather needs. Children’s Hore af , . 
Book Week—Nov. 8-14. Tie-up—“Our folder | AY. ere are Shoes for tvery Sport 


on foot care is good reading.” 
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Clever Ads from “The Coast” 
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SHOE merchants of Pacific Coast cities have long 
enjoyed an enviable reputation for their progressive 
advertising policies, and for their ingenuity and clever- 
ness in creating ads that are smart, interesting and 
attractive. “The Coast” has a very large number of 
enterprising and successful retail shoe stores, and they 
have never held to the philosophy of hiding their light 
under a bushel. They believe in telling the world 
about shoes, and this season, when advertising in 
general is showing an upward trend, Coast stores have 
seen to it that the shoe business is right up in the fore- 
front of the procession. 

Not only have stores located in the various Coast 
cities made liberal appropriations this season for ad- 
vertising space, but some of them have also given a 
great deal of attention and close study to improvement 
in the appearance of their ads and in some instances 
have been leaders in the adoption of new ideas and 
new technique, designed for the purpose of increasing 
their attention value. For example, Gude’s of Los 
Angeles, are now using black and two additional colors 
in their newspaper advertising and with excellent 
results. 

A Gude three-color advertisement of this description 
in black, brown and green appeared in the Los Angeles 
Times of Oct. 5, occuping a space four columns wide 
and the full depth of the page. Its size plus the use 
of color, enabled it to dominate the page and also 
permitted the showing of shoes in a more lifelike and 
interesting way that would be possible in a black and 
white ad. In this instance the shoes were reproduced 
in a solid brown tint, with black half tone overprinting 
the brown to bring out the pattern details and the 
shadows. Green was used for a smart fashion figure in 
Ben Day outline in the background of the ad, with the 
type matter in black, overprinting the light green tint 
of the background figure. 


Merckants of the Far West Live Up 
to Their Reputation as Leaders in 
Shoe Promotion through the Use of 
Attractive Illustrations and Modern 
Technique, including Three-Color 
Newspaper Advertising. 


A five-column advertisement, ‘ 

seven inches deep by Gude’s, 

Los Angeles, featuring one of 

the season’s popular shoes and 
handbags. 


The use of a fashion figure which not only attracts 
attention to the ad but also serves to suggest the use 
of the shoe and the type of costume for which it is 
designed, is quite characteristic of the Gude advertising 
this season, as shown in the advertisement entitled 
“The Swing Is to Boleros,” reproduced on this page. 
Another feature that many of the current Coast ads 
have in common is the showing of accessories and 
especially of handbags with the shoes. It helps to 
build extra sales of accessories and add extra profits - 
to the season’s total. And, after all, the shoe store is 
the logical place to buy such accessories as leather 
handbags, especially when fashion calls for a bag to 
match the shoe. [TURN TO PAGE 32, PLEASE] 





EVERYBODY cov >) Herold’s San Jose, used the 

* “ ad at the left to show a 

popular campus style. 

And deservedly so . for “Good Fellas” are at home in 
all the right places, They give you self-confidence and 
make you so comfortable, too. More than that, they wear 
wall as all good fellows should do. No wonder they're 
30 popular with those who crave quality and style 
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seventy four south first street menting bag. 
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She Edlilors Qullook 


LOOK FOR SIGNIFICANT CHANGES 


SIGNIFICANT changes are taking place in retailing, 
indicating new public interest in footwear. 

We have indicated the possibility of the market for 
women’s leather style boots this Fall and Winter. 
Perhaps the feminine public would have accepted 
these boots several. winters ago. Certainly the need 
was there—for during inclement weather it is obvious 
good shoe sense to put on something serviceable for 
the season. They are not the most beautiful item of 
sale.. In fact, some of them are positively ugly and 
club-footed in their crudeness, but they represent a 
change and the public’s acceptance is inevitable. 

To capture the imagination of the public is to in- 
crease the income of the store. There now seems to 
be a parallel interest for change in men’s footwear. 
Some boots are being called for; and what is more 
logical—very heavy (even double-soled) winter-weight 
oxfords. 

Perhaps the public is more season-minded than the 
merchandise that is shown by shoe stores. Perhaps 
Winter, as a selling season, is due for a change. 

We know that Winter with its snow and ice— 
avoided and evaded by those who could fly Southward 
—is subject to change of popularity. This Winter the 
movement of the Winter sports tourist is to the North, 
.or at least to where snow and ice can play a part in 
tne adventure of youth. Some shoe stores that have 
had Southern resort promotions to plan at this time 
are now changing window scenery to give a play to 
both hot and cold. 

Would that someone could engineer the public’s 
,nind away from the almost universal blackness of 
the fashion season. But that, too, will pass. 

There must be a reason for change and that reason 
should be studied. Many a merchant has moved his 
store location and enjoyed a flow of new customers 
and new profits as well. Oftentimes the improvement 
came, not from moving to what seemed to be a better 
location at a higher rent; but merely a by-product 
of the refreshment that comes to a business that moves 
away from a rut to a new selling level.. 

This is a good time for merchants and for industry 
to experiment, test out new merchandise and new 
methods. 

The public is much in the mood of a swarm of 
bees, moving for no other reason than desire for 
change and settling down on some other store or some 
other line to the pleasure and profit of the lucky one. 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


When your public becomes restless with your store, 
with its interior, with its merchandise, methods, and 
even its people—perhaps the thing to do is to make 
one or more changes along the line. The public is 
in a restless mood today. It has lost its interest in 
some types of merchandise and unexplainably swoops 
down on something else. It’s a sorry store that makes 
no changes because it is satisfied with its stock, its 
service and its customers. At that point, watch out 
for the danger sign—no new customers. 

We had a spell of time when the public was inter- 
ested in buying shoes for cash and for flash. Now we 
sense, in mayy centers, a desire for good taste in 
pattern and color—and a desire for exceptional service 
in fitting. At the same time this is going on, the mer- 
chant senses an increase in his charge accounts. That’s 
an outward sign of the fact that the public is settling 
down to the satisfaction given in shoes and service. 

One of the very significant changes toward the 
betterment of shoe service has been the response of 
merchants who have been reading and following the 
series of articles: “How to Fix It” that have appeared 
in the Boot AND SHOE RECORDER over the past three 
months. Many have requested reprints of the articles. 
That was an indication that shoe merchants wanted 
practical little helps to individualize the service given 
to each customer. For with all the progress of machine 
shoemaking and the countless numbers of lasts and 
patterns and sole shapes, some feet are still unfittable 
and need extra attention and little changes. 

Perhaps we need, too, a change in our thinking on 
this subject of human feet as problems in mechanical 
rather than medical readjustments. We had our say 
last week on the subject of foot engineering. The re- 
sponses already indicate that sensible merchants plan 
to retreat from the medical aspects of conversation 
about feet and footwear. 

It’s all very nice and pleasant to have the public 
assume that the expert fitter has a kinship to the term 
“doctor,” but it is an insult to an honorable profession 
to continue the use of the term in any store. 

It is also a good thing to make a change in the 

[TURN TO PAGE 46, PLEASE] 











CARL F. DANNER 


New Chairman, Tanners Council of 
America 


@CHICAGO—Carl F. Danner, pres- 
ident of American Hide and 
Leather Co., Boston, was elected 
chairman of the Board of Directors 
of the Tanners Council of America 
at the concluding session of its 
annual convention here last week. 
Henry M. McAdoo of the United 
States Leather Company, New York, 
was elected vice-chairman and 
Frank H. Miller of G. Levor & Com- 
pany, Inc., was chosen as treasurer. 
Merrill A. Watson continues as 
executive vice-president and J. L. 
Nelson as secretary. 

One of the outstanding features 
of the convention was the address 
of the retiring chairman, Percival 
E. Foerderer of Robert H. Foer- 
derer, Inc., Philadelphia, on the 
subject “Profitless Prosperity.” 
Mr. Foerderer’s talk was a frank 
discussion of the price problem that 
confronts the leather industry. He 
said in part: 

“We are presumably in a period 
of recovery, economic strength is 
manifest on every side. Only the 
most pessimistic and skeptical ob- 
servers could fail to see the surge 
of renewed activity in almost every 
industrial and commercial sector. 
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Must End “Profitless Prosperity” 


Tanning Industry at the Crossroads, Mr. Foerderer 


Telis Council—Cari F. Danner Elected New Chairman 


Has recovery been synonymous 
with legitimate profits in this in- 
dustry? Has it brought any rever- 
sal in the disastrous series of losses 
of the past decade? Must recovery 
remain for us profitless prosperity ? 
These the questions which confront 
us, taking precedence over every 
other consideration. 

“In the leather industry, of 
course, volume has been restored. 
The facts of our business during the 
past two years are familiar to all 
of us. Demand for leather has, on 
the whole, been equal to pre-de- 
pression levels. Shoe manufac- 
turers have produced and sold more 
shoes than ever before. Volume, 
however, has not brought any com- 
mensurate returns to the leather in- 
dustry in reasonable profits or any 
profits at all. If this situation is 
indicative of what recovery signi- 
fies for tanners, it can be justifiably 
dubbed—profitless prosperity. The 
dangers of this condition do not 
end with the absence of profits, they 
merely begin there. Failure to earn 
reasonable profits assures, abso- 
lutely and certainly, unreasonable 
losses. If in the cycle of industrial 
activity there are no earnings at 
the peak, what disaster can be ex- 
pected in the valley lying beyond? 

“There is little need to clarify 
the obvious relationship between 
business policy or management and 
the central issue of profits. To be- 
gin with, no matter where we cast 
for explanations and causes for the 
lack of profits in the tanning indus- 
try, we run into the snag of leather 
prices. Though leather prices may 
be disastrously low, they are nét 
a real cause of unprofitability; they 
are merely symptoms reflecting 
deep-seated ailments. How else can- 
one explain business policy which 
persists in selling leather at prices 
that cannot permit the full return 
of invested capital, ignoring any 





profit? Certainly, no producer is 
misguided by accounts, however 
poor, into selling unknowingly be- 
low cost. Such selling may be in- 
evitable when markets have con- 
tracted and the possibilities of 
normal volume are seriously im- 
paired. Yet in the past eighteen 
months, despite constant and ex- 
tremely favorable prospects, leather 
prices have behaved as though tan- 
ners were under great pressure to 
sell. 

“Undoubtedly there are various 
factors to which uneconomic prices 
can be attributed. For most of us 
these fall into two groups, those 
which can be laid on tanners’ door- 
steps, and those to which the indus- 
try can plead ‘not guilty,’ or at 
least, ‘committed under duress.’ 
With regard to the first of these, in 
the parlance of horse breeding, they 
are obviously the offspring of 
‘Volumitis’ out of ‘Competition.’ 
This is hardly the time to utter any 
polite platitudes about competition. 
In fact, I have no compunctions in 
stating that any competition which 
can produce the critical conditions 
evident in the leather industry is a 
travesty upon any ideal competitive 
system. Without exaggeration it 
can be said that today the only 
alternative to slow business extinc- 
tion is revaluation by management 
of the meaning of competition. By 
all means let us have healthy com- 
petition. Let customers and con- 
sumers reap the benefits of rivalry 
in quality and efficiency. These are 
not incompatible with sane pric- 
ing, with the determination to con- 
vert raw material into leather at a 
profit. 

“It is often contended that be- 
cause shoe prices have remained 
abnormally low, the ability of our 
principal customers to pay reason- 
able prices for leather is limited. 

[TURN TO PAGE 45, PLEASE ] 
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S° MANY people are apt to judge the value of a shoe 


largely by the life of its sole that you can’t do better 
than give your customers Goodyear Wingfoot Soles on the 


shoes you sell. 


Because no sole ever built will outwear the easy-walking, sure- 


footed, water-proof Goodyear Wingfoot. 


To the good styling and fair pricing of your 
shoes, add the big sales appeal of these soles 


that bear the greatest name in rubber. 


THE GREATEST NAME 
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Robert Simon 


FAMOUS-BARR COMPANY, 
Saint Louis, recently opened a new 
Children’s Department in line with 
ity management’s decision to make 
a stronger bid for this type of busi- 
ness by giving a scientific fitting 
service built around correct shoes. 
The new department is on the same 
floor with and adjoining the 
Women’s Shoe Department which, 
incidentally, is one of America’s 
largest shoe operations under one 
roof. 

In this connection, Maurice J. 
Yoskin, buyer of women’s and chil- 
dren’s shoes for Famous-Barr, an- 
nounces the appointment of Robert 
Simon in charge of children’s shoes. 
Mr. Simon served under Mr. Yoskin 
when the latter was at Geuting’s of 
Philadelphia, and was a student at 
the Philadelphia College of Oste- 
opathy where he paid special atten- 
tion to orthopedics. After two and 
one-half years at Geuting’s, Mr. 
Simon went to S. J. Brower’s Retail 
Store at Milwaukee where he spent 





The new Younger Generation 
Shoe Department in the Famous- 
Barr Company, St. Louis, is the 
last word in- contemporary design. 
It adjoins the Women’s Shoe De- 
partment and comprises with it 
one of the largest hie operations 
under one roof. 





Younger Generation 
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Has Own Shop 


Shoe Department and Shoe Service of Famous- 


Barr Company, St. Louis, Were Pianned to 


Meet the Special Requirements of Children and 


Juniors—Correct Fitting Will Be Emphasized 


four years as assistant buyer of 
children’s shoes. While there Mr. 
Simon made a special study of the 
proper fitting of children’s shoes, 
began to impart this knowledge to 
sales people and to local retailers, 
which work he is to carry on at 
Famous-Barr. 

Geuting Tom pkin, whom Mr. 
Simon succeeds, is on leave of ab- 
sence due to ill health. He is re- 
cuperating on a ranch in Southern 
California. 

In discussing the new Children’s 
Department, Mr. Yoskin said, “We 
intend to do more than simply sell 
shoes in our Children’s Department. 
We intend to see that correct shoes 
are fitted to children. Correct shoes 











are not necessarily corrective, but 
are of a type calculated to prevent 
abnormality. This is distinctive 
from corrective shoes which are de- 
signed to meet a given abnormal 
condition.” 

Mr. Yoskin points out that a sur- 
vey of feet of school children of all 
ages shows that more than 75% 
were deficient, more or less pro- 
nated, off-balance and out of poise, 
indicating that more attention 
should be given to proper fitting of 
shoes for the young. 

Sales persons should be trained 
in the proper fitting of correct shoes 
for children according to Mr. Yos- 
kin and this will be an important 

[TURN TO PAGE 47, PLEASE] 
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THIS 
CABALLERO 
IS NO. K-400 


Made in rich brown 
reverse calf. Justin 
crimped vamp, special 
square toe, three eye- 
let tie, cowboy arch 
and heel. Special in- 
sole, middle sole and 
outer sole. Made on 
proven lasts, by Justin 
craftsmen, to retail 
for $12.00. 


The ‘Caballero ”* From Texas! 


From Texas comes the Caballero*, a new and novel shoe that has all the 
style of the present day—blended with the “swank”and “swagger” of the Rio 
Grande. The Caballero is unusually comfortable, and plenty neat looking. 
It is made by skilled workmen whose craftsmanship has made “Justin Boots” 
famous ... workmen who know just how to “crimp” the vamps, build up the 
real Cowboy Heel... and put into the Caballero just the right amount of 
Western “swagger” so admired by cowboy boot wearers. 


The Caballero is practical, novel, and will give splendid service. So why 
not add it to your shoe line now? You can capitalize not only on this new 
style in shoes, but also on the “Western Vogue” that is proving so popular. 


WRITE TODAY FOR THE NEW SHOE FOLDER 
THE MAKERS OF THE FAMOUS JUSTIN BOOTS 


H. J. JUSTIN & SONS. INC. 
FORT WORTH, TEXAS 


4 MEXICAN FOR “GENTLEMEN RIDER.” 
When writing advertisers please mention Boot and Shoe Recorder 
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Make A Drive 
for CHARGE ACCOUNTS 


in the Last Quarter of the Year You 
Can Stimulate Retail Shoe Selling 


A CHARGE account customer represents a distinct 
asset as against the cash customer, who is every- 
body’s customer, because the one who has a charge 
account invariably buys all of his shoe needs from the 
shoe merchant who carries his account. 

That is why one shoe dealer recently made up a 
selected credit list of property owners, not dealing with 
his store, and sent out to each prospect a regular bill- 
head in a regular window envelope (in the same man- 
ner as regular bills are mailed). This idea naturally 
provoked the curiosity of the recipient. 

But instead of a statement of account, the bill-head 
contained a personally signed letter from the owner, 
which read: 

“We know you don’t owe us anything! And 
that’s the very reason we're writing you this letter 
on our blank bill. We'd like to impress you how 
very much pleased we'd be if you would make 
use of your charge account. 

“For do you know, we've taken the liberty of 
opening an account for you, so that you may 
walk into this store tomorrow, choose what you 
like, and just say ‘Charge it—New Account.’ 

“Perhaps you prefer to pay cash and are al- 
ready a customer. But if you do not shop here 
for shoes—we think you’re missing something! 
There must be a reason why we do one of the 

biggest shoe businesses in the city. Come and 
see! 

“Here’s hoping for a visit—soon!” 

And as an additional inducement to use the charge 
account immediately. a postscript was added, informing 
the prospect of a SALE which started the following Fri- 
day morning, and asked to watch the store’s advertise- 
ment in the Thursday papers. 

The immediate response was well above 10 per 
cent, which indicated the worthwhileness of the venture 
in sales promotion, while the subsequent use made of 
this credit idea ran as high as 30 per cent additional. 

These letters, sent out on regular bill-heads, were mul- 
tigraphed rather than individually typed, and the break 
in the bill-head made the match of fill-in of name and 
address hardly perceptible. 

Each bill was of course individually headed with 





the name and address of the person who received it, 
thus: 
WILLIAM TELL SHOES 
R. B. RUTHERFORD & COMPANY 
SELLERSVILLE 


Mr. John Doe, 
1506 Main St. 


Monthly Settlements Required. Kindly detach 
this stub and enclose with payment to assure 
proper credit. 
Dear Mr. Doe: 

We know you don’t owe us anything! And 
ems. *. *. *° 

“While a cash and carry business is the most profit- 
able from the cash turnover standpoint, and is free from 
financial worries and office overhead,” it was explained, 
“if you wish to do a greater volume of business you can- 
not neglect the first aids of a charge account, which 
helps to bring in more business from month to month, 
and year to year. 

“The charge account also represents another valuable 
asset. The more customers you have on your books, the 
more names you can add to your mailing list for the 
purpose of direct mail advertising, for more intensive 
selling purposes. The more charge accounts the bigger 
the annual sales volume, since saying ‘Charge it’ is al- 
ways much easier than paying cash, and people also buy 
more than they ordinarily would if they had to pay 
cash and count the pennies.” 

Another letter which brought good results, sent out 
later to a list of selected names made up of suburban 
residents, urging charge account credits, obtained good 
results, viz: 

“Writing a letter to a stranger is really not the proper 
thing to do . . . but we feel that a person foresighted 
enough to own his own home, will be interested in our 

e. 

“We have arranged a credit plan that makes shoe 
buying easy for you, and we are asking you to permit 
us to show you how! 

[TURN TO PAGE 47, PLEASE] 
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Freedom . . poise . - buoyancy . . Compo 
Welded Welts for women give everyone “swift 
steps of youth.” They are trimmer, neater, 
lighter . . they stand up and hold their shape 
. . they fit much more snugly at the arch than. 
shoes with other types of welt construction. 
More and more are being sold all the time 
simply because women prefer them. Compo ™ 
Shoe Machinery Corporation, Boston, Mass. ; 


& 


4,314,681 pairs of COMPO SHOES were made Om p() 


in September — increase of 25.4% over last year. 
WELDED WELTS 
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What's 


leather 18 million cattlehides with our 
normal domestic supply around 14 mil- 
lion cattlehides, plain subtraction will 
show that we will have to import about 
four million hides. In the same fash- 
ion, if we are consuming 14 million 
calfskins in leather and our domestic 
supply is but 10 million raw skins, we 
shall have to import four million calf- 
skins. To average our yearly foreign 
needs, however, may give a very mis- 
leading picture of our imports of raw 
materials. It is like the average man 
who has 3.2 children. Our net imports 
of cattlehides have ranged from 3 
to 26 per cent of our total raw material 
requirements. In the case of calfskins, 
the fluctuations have been even wider, 
extending from 7% to 45 per cent of 
our total requirements. 


The Part Imports Play 


Let us reflect for a moment upon the 
significant part that imports play in 
the leather industry. If leather con- 
sumption were to increase 10 per cent, 
which today would mean approximate- 
ly two million hides, we should have 
to import these two million hides. Based 
upon our present level of imports, how- 
ever, we would be increasing our posi- 
tion in the world hide market 100 per 
cent. In other words, an increase in 
our own leather demand of 10 per cent 
might result in an increase of 100 per 
cent in our pressure on world markets. 

Now, all of you know that supplies 
of hides and skins throughout the 
world are mainly byproducts. Gen- 
erally speaking, therefore, competitive 
bidding for them by the various coun- 
tries which lack raw materials will not 
increase the total supply. Such bidding 
may make it profitable to draw sup- 
plies from the remote corners of the 
world where they would normally stay 
unless prices were high enough to 
cover transportation costs to consum- 
ing centers. 

Now, the necessity for the United 
States to step into these world mar- 
kets for the additional hides and skins 
necessary to meet domestic leather re- 
quirements must be kept in mind, as 
it is an important price-making fac- 
tor. Because other leather consuming 
nations do likewise, hides and skins 
are truly an international commodity 
and the price level becomes a world 
price level. A speech by Hitler which 
results in increasing standing armies 
may have an important effect on world 
hide markets. In fact, prices may be 
affected by important changes in sup- 
ply and demand in any important 
leather consuming country. 

Our domestic market, therefore, must 
be part and parcel of the world mar- 
ket. As we are forced into the world 
market for an increasing quantity of 
hides, our competitive bidding may 
raise the world price level. Reversely. 
a higher world price level due to our 
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own or some other nation’s buying may 
raise our domestic price level. We 
should not be surprised, therefore, to 
find that during the past 15 years there 
has been a broad but definite relation- 
ship between the price level and the 
quantity of hides imported into this 
country. To a somewhat lesser extent 
this has been true of calfskins. While 
the precise cause and effect workings 
are not known, this relationship has 
been undeniable. 

This appears to have taken us a con- 
siderable distance from our original 
subject, what’s ahead for prices. But 
it has been necessary in order to under- 
stand that domestic prices are tied up 
with world prices; that the changing 
part we play in the world market may 
affect prices. These facts must be kept 
in mind if we are to arrive at reason- 
able conclusions as, to the hide and 
skin situation today and its implica- 
tions for our price level. 

The normal sequence of our hide and 
skin supply was. dynamited by the 
drought cattle slaughter of 1934 in 
which the government purchased eight 
million animals. From this slaughter 
there came approximately 5% million 
cowhides and 2% million calfskins. We 
drew immediately upon what would 
normally have been a reservoir for 
years to come. Broadly speaking, this 
meant that while this excess domestic 
supply existed, we would have to draw 
from the world market just eight mil- 
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Above is a reproduction of the newsy front 
page of an interesting little four-page tabloid 
sheet, published every now and then by the 
Treadeasy Shop of Flushing, Long Island, N. Y. 
Five columns wide and 9 x 12 inches in dimen- 
sions, the publication is of convenient size for 
mailing. It is also distributed from house to 
house through the area served by the store 
and used as a package insert. The firm has 
found it an effective means of telling the pub- 

lic about its store, shoes and service. 
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lion ‘less hides and skins. Actually it 
worked out this way. In 1934, the year 
of drought slaughter, we had a leather 
consumption about the same as in 1928, 
yet in 1928 we imported about 4% 
million cowhides, whereas in 1934 we 
imported something over half a million 
hides. A similar situation existed in 
calfskins. In 1934 we had about the 
same leather consumption as in 1931, 
yet in 1931 we imported about five mil- 
lion calf and kidskins as compared 
with one million in 1934. 


What Became of Drought Hides 


Now about six of the eight million 
drought hides and skins were consumed 
in 19384 and 1935. Inasmuch as the 
Federal Government dammed up but 
one-third of the total drought hides 
and skins, the peak holdings of the 
Government at the beginning of 1936 
were but 2,150,000 hides and skins, 
made up of 1,550,000 cowhides and 
600,000 skins. This quantity has di- 
minished gradually throughout the 
year, and if sales continue at the pres- 
ent rate, at the end of the year there 
should be no calfskins and but 600,000 
to 800,000 hides remaining of the en- 
tire original number. Where in each 
of the years 1934 and 1935 and 1936, 
anywhere from 1% to 2% million extra 
hides and skins came on our market 
from domestic slaughter, in 1937 bar- 
ring new weather disasters, there will 
be no extra supply of calfskins and 
but half to three-quarters of a million 
drought cowhides to be consumed. This 
is less than two weeks’ supply. 

It was natural to expect that as 
domestic slaughter and hide supply 
resumed its normal course, and the flood 
of domestic raw material subsided, we 
would be forced to recapture our posi- 
tion in the world raw material market. 
This was precisely what began to hap- 
pen early in 1935. During that year 
our imports of hides and calfskins in- 
creased sharply. So far in 1936 imports 
are substantially ahead of a year ago. 
We are on our way to our former posi- 
tion as an importer of hides and skins. 

As might be expected, there has 
already been some adjustment in the 
prices of hides and skins, although 
hide prices are still below the pre-war 
level. Moreover, the upward surge of 
hide and leather prices in 1935 was not 
confined to the United States alone. 
In other parts of the world business re- 
covery, marked increases in re-arma- 
ment, and the increasing competition 
for hides and skins, all contributed to 
firmer markets. The halt in the ad- 
vance which came at the end of 1935 
and the first part of 1936 was not at 
all unusual in view of the rapidity with 
which lost ground had been regained. 
This breathing spell was accentuated 
by the fact that the anticipatory vol- 
ume of shoes and leather in the Fall 

[TURN TO PAGE 57, PLEASE] 
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4s RTHOPRAXY OF THE FOOT” is a course of instruction prepared by our Educational Department 
and written for the shoeman who regards his chosen profession seriously enough to want to 
become as expert as possible in fitting shoes accurately and in giving his customers a complete service. 


It has been written so clearly that a perfect FILL OUT AND MAIL TODAY! 
grasp of the subject can be easily obtained. = 











Educational Dept. 
Many of you have completed this course Wied Comenns 


and secured your certificate of fitting. You 17th & Locust Sts., St. Louis, Mo. 


We regard our chosen profession seriously and want to take advantage 


know how valuable it can be made and of your course, ‘‘Orthopraxy of the Foot'’. Please send each of us a copy. 


for this reason we want fo remind those of 





you who have not taken advantage of it, 
to do so immediately. 


WIZARD COMPANY 
St. Louis, Mo. + Walsall, England 


Canadian Distributors: Canadian Specialties, Ltd., 49 Sanford Ave., 
So., Hamilton, Ont. 


When writing advertisers please mention Boot and Shoe Recorder 
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Clever Ads from ‘“‘The Coast’? 





FRANK 
ve MORE PRESENTING 





= , the season's modes, the indi- | 
vidual styling of Frank More is 
combined with the master crafts. 
manship of “La Valle”, foremost 
custom bottier. “La Valle”, hand- 


made shoes, considered the 





epitome of refinement, style 
and beauty, are sold exclusively 
in San Francisco at Frank More's 





Shoes and handbags combined in a smart 
fashion ad. 


In most of these Western Coast ad- 
vertisements, also, one sees a tendency 
to concentrate on a certain style, 
type or group of shoes, rather than to 
try to picture or describe the season’s 
stock. Thus Gude features the “Bolero” 
pattern; Herold of San Jose, plays up 
the store’s line “good fella” shoes for 
campus wear, and Dobyn of Long 
Beach ‘presents a high riding eyelet 
tie with handbag to match. Frank 
More of San Francisco announces, in 
the advertisement reproduced here- 
with, his line of LaValle shoes for the 
season, but chooses three striking pat- 
terns out of the group of styles for 
illustrative purposes. And_ while 
Wetherby-Kayser, Los Angeles, shows 
a dozen patterns in the accompanying 
advertisement, they emphasize the fact 
that they are all representative of the 
season’s currently popular tie designs. 

Many merchants have learned from 
experience that results are more likely 
to be favorable, particularly with re- 
spect to direct returns, when a series 
of specific ads featuring certain styles 
or groups of styles, is used than when 
all of the ads are general and the 
attempt is made to cover a wider range 
of fashions. 

Copywriters in the Coast cities keep 
up to the high mark set by the artists 
who create ad layouts, and the adver- 
tising that appears in the papers re- 
flects their efforts to describe the shoes 
in a way that is smart, modern and in- 
teresting and which, at the same time, 
gives an intelligible word picture to the 
reader who wants to know what’s what 
in footwear styles. For example: 

“Suede is having things its own way 
now,” remarks a clever and attractive 


[CONTINUED FROM PAGE 22] 


two-column ten-inch ad by Innes Shoe 
Company, Los Angeles, “insisting in be- 
ing in on every smart idea concerning 
shoes—often appearing on the street 
in company with suits; or, quite social- 
ly inclined, going to lunch or to dinner 
with richly furred costumes. Concrete 
examples of suede’s new manners pic- 
tured!” And the ad showed a broad- 
strap in winedregs calf with brown 
suede, or black suede with patent, also 
a high cut step-in combination in suede 


and patent, black or brown. The shoes . 


were priced at nine and ten dollars re- 
spectively, and with them was shown a 
matching suede bag at five dollars. 
“Like so many appetizers,” was the 
way Sommer & Kaufmann of San 
Francisco described a group of “Dixie 
Deb’s spicy new styles” at $5.50. “And 
they’re sure to whet the appetite of 
every girl who has $5.50 in her purse! 


CaRey Hane € 


THAT BIND 
but FASHION 


The tet The In with new fashions of fall— 


i 118 


507 WEST Teh te, ... 115 5. LOWER ST... . S006 WILSHIRE GLYVD... . AMBASSABGR NOTE, 
476 8 COLEAADO, PASADENA... 1151 SIXTH AVE, SAM BIBBO .. . 262 H. CENTRAL, PHOUNIK 


Unique treatment of hand lettered head 

and easy, well balanced layout are char- 

acteristics of this interesting advertise- 
ment. 





‘nEWwWCOMmB’S 


111 WEST FOURTH STREET 


No matter where it goes, Peacock footwear 
does itself proud! Wherever it accompanies 
you, it helps you make a favorable impression 
for Peacock is always first in style... as well 
as first in quality. 











Pleasing treatment of a small space ad 
by Santa Ana Store. 


For Dixie Deb’s shoes are truly fine 
shoes . . . well made, finely fashioned 

. and in style they are replicas of 
smart custom footwear. Dear to the 
hearts of young San Franciscoans who 
must have exclusive-looking shoes .. . 
and who must find them at a moderate 
cost.” 

And an I. Miller ad from Los Angeles 
thus describes its “Vintage Wine” 
shade for Fall: “Rich as old Bordeaux 
wine, this delightful wine-brown spon- 
sored by I. Miller in numerous pat- 
terns for wear with deep or lighter 
blue, with gray, with black and wine 
costumes—tailored and dressy models— 
suede and baby calf—high or low heels 
—many with matching bags in the I. 
Miller manner.” 

“I’m Eggplant,” declared Mandel’s of 
Los Angeles in a clever ad captioned 
“For the Young Woman Who Lives in 
Her Shoes.” Illustrating a broad strap 
three-button pattern with moderately 
high heel, this two-column advertise- 
ment referred to eggplant as “the 
daintiest dish set before any queen... 
you can also have me in blue, green, 
black, brown, wine, dubonnet or grey 
suede ... high or low heels . . . once 
you have me you will never be without 
me because I have that ‘Magic Cushion’ 
secret of lively feet that never tire. ... 
I can only be found at Mandel’s.” 

The May Company in a two-column 
ad, four inches deep, shows a smart 
men’s wing tip brogue pattern in its 
line of Surety Six shoes. “Pick the 
model you want,”—the ad suggests. 
“You’re sure of smart style and long 
wear! Tan or black calfskin, Norwegian 
brogue, grain. Wing and straight tip. 
Pointed and semi-square toes.” 

And C. H. Baker, in a five-column 
advertisement, seventeen inches deep, 

+ [TURN TO PAGE 57, PLEASE] 
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Acme Shoe Mfg. Co., 


, Clarksville, Tenn. 
Acrobat Shoes, Inc., Faribault, Minn. 
Adams Bros., Pittsfield, N. H. 
Adler-Jones Co., Chicago, III. 
Air-O-Pedic Shoe Company, 

Brockton, Mass. 

Algy Shoes, Inc., Everett, Mass. 
Allen Edmonds Shoe Corp., : j 

Belgium, Wis. 

Cincinnati, Ohio 


Athol, Mass. 


Altman Bros., 
Ansin Shoe Mfg. Co., 
E. R. Apt Shoe Co., 


Armstrong Cork Co., 
D. Armstrong & Co., Inc., 
Rochester, N. Y. 
Arnold Bros. & Co., 
East Weymouth, Mass. 


M. N. Arnold Shoe Co., 
South Weymouth, Mass. 


Athletic Shoe Co., Chicago, II. 


John B. Atkinson Shoe Co., 
Boston, Mass. 


Augusta Shoe Corporation, 
Ault-Williamson Shoe Co., ‘ 

Auburn, Maine 
Avon Sole Co., Avon, Mass. 


Rockland, Mass. 


Lancaster, Pa. 


uburn, Maine 


B & B Shoe Co., Chicago, III. 


B-W Footwear Co., Inc., 
Worcester, Mass. 
Bancroft Walker Co., 
Waltham, Mass. 
James A. Banister Company, 
South Weymouth, Mass. 


Barbour Welting Company, 

Montello, Mass. 
Baris Shoe Co., Inc., ~ Enea vag gg 
Barker Shoe Co., Inc., Auburn, Maine 
Barnett Footwear, Inc., 
Bass, G. H. & Co., 
Bates Shoe Co., 


Bedford Shoe Co., 
George E. Belcher Co., 


Brooklyn, N. Y. 
Wilton, Maine 


Webster, Mass. 
Carlisle, Pa. 


Stoughton, Mass. 
Bell Brothers Co., Wolfeboro, N. H. 


Belle Meade Shoe Co., 

Nashville, Tenn. 
Belleville Shoe Mfg. Co., Belleville, I. 
Best Shoe Co., Boston, Mass. 
Bleecker Shoe Co., Inc., 


New York, N. Y. 
Bloom Bros. Company, : : 
Minneapolis, Minn. 
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Blue Ribbon Shoemakers, 
St. Louis, Mo. 


Blum Shoe Mfg. Co., Dansville, N. Y. 
Boot & Shoe Recorder, 

New York, N. Y. 
Walter Booth Shoe Co., 


Milwaukee, Wis. 
Boston Novelty Shoe Corp., 
Boston, Mass. 


Boyd-Welsh, Inc., St. Louis, Mo. 
Brauer Bros. Shoe Co., St. Louis, Mo. 
Bridgewater Workers Co-operative 
Assn., Inc., Bridgewater, Mass. 
Brilliant Brothers Co., Boston, Mass. 
Brindis Shoe Co., Lawrence, Mass. 
Brown Shoe Co., St. Louis, Mo. 
H. H. Brown Shoe Co., Inc., 
Worcester, Mass. 
Burtman, Rondeau Co., Boston, Mass. 


Burton Shoe Co., Inc., 
Farmington, N. H. 


Capitol Shoemakers, St. Louis, Mo. 
Carlisle Shoe Co., Carlisle, Pa. 
Carmo Shoe Mfg. Co., Carthage, Mo. 
Central Shoe Co., St. Louis, Mo. 
Central Slipper Co., Bayonne, N. J. 
Chesapeake Shoe Mfg. Co., 
Baltimore, Md. 
Edwin Clapp & Sons, Inc., 
East Weymouth, Mass. 
Clark Shoe Co., Auburn, Maine 
A. C. Clayton Printing Co., 


St. Louis, Mo. 
B. E. Cole Co., Norway, Maine 


Cole, Rood & Haan Company, 
Chicago, III. 
Colella & Leighton Shoemakers, 


Lynn, Mass. 
Collins-Morris Shoe Co., 
St. Louis, Mo. 
Comfort Sandal Mfg. Co., Inc., 


Long Isiand City, N. Y. 


Comfort Slipper Corp., 
Fitchburg, Mass. 


Commonwealth Shoe & Leather Co., 
Whitman, Mass. 


Compo Shoe Machinery Corp., 
Boston, Mass. 


Conformal Footwear Co., 
St. Louis, Mo. 


Connolly Shoe Co., Stillwater, Minn. 


Conrad Shoe Co., 
orth Abington, Mass. 


N 
Consolidated Shoe Corp., 


Cincinnati, Ohio 
Conway Shoe Co., Inc., Keene, N. H. 


Coon Co., W. B., Rochester, N. Y. 
Jos. F. Corcoran Shoe Ce. 


toughton, Mass. 
Cord Shoe Co., Beverly, Mass. 
J. & T. Cousins Co., New York, N. Y. 
Craddock-Terry Co., Lynchburg, Va. 


G. P. Crafts Co., Manchester, N. H. 
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Crescent Shoe Co., New York, N. Y. 
Curtis Shoe Co., Inc., Mariboro, Mass. 
Curtis-Stephens-Embry Co., 

Reading, Pa. 
Charles Cushman Co., Auburn, Maine 


Dainty Maid Shoe Company, 


Haverhill, Mass. 
Devine & Yungel Shoe Mfg. Co., 
Harrisburg, Pa. 
Dewey & Almy Chemical Co., 
Cambridge, Mass. 
Walker T. Dickerson Co., 
Columbus, Ohio 


Dine Shoe Company, Wakefield, Mass. 
Dingley Foss Company, 
Auburn, Maine 


Douglas Shoe Co., W. L., 
Brockton, Mass. 


Drew Company, The Irving, 
Portsmouth, Ohio 


Dunbar Pattern Company, 
St. Louis, Mo. 


Dunn & McCarthy, Inc., Auburn, N. Y. 
Durable Welt Shoe Co., Exeter, N. H. 


Eagle Shoe Mfg. Co., Everett, Mass. 


Eaton Company, Charles A., 
Brockton, Mass. 


Edgerton Shoe Co., The, 
Edgerton, Wis. 

Edgewood Shoe Factories, 
Atlanta, Ga. 


Edwards & Co., J., Philadelphia, Pa. 
Elam Shoe Co., F. S., Inc., 
Rochester, N. Y. 


Empire Specialty Footwear Co., 
Endicott, N. 


Endicott-Johnson Corporation, 
Endicott, N. 


¥. 
¥. 
Enna Jettick Shoe Co., Auburn, N. Y. 
Ennis, Inc., John Brooklyn, N. Y. 


Ephrata Shoe Company, Inc., 
Ephrata, Pa. 


Exeter Shoe Co., Exeter, N. H. 


Farmington Shoe Co., 
Fashion-Bilt Shoe Co., 


Federal Slipper Co., Inc., 
New York, N. Y. 


Feder-Gregg Shoe Co., Inc., The, 


Cincinnati, Ohio 
Fein & Glass, Inc., Reading, Pa. 
Field & Flint Co., Brockton, Mass. 
Florsheim Shoe Co., 


Chicago, lil. 
Ford & Co., Inc., C. P., 
Rochester, N. Y. 


Forest Park Shoe Co., St. Louis, Mo. 
Franklin Park Shoes, Columbus, Ohio 
Freeman Shoe Corp., Beloit, Wis. 


Friedman-Shelby Shoe Co., : 
St. Louis, Mo. 


Dover, N. H. 
Pontiac, Ill. 


Gaffney-Sulkis Shoe Co., Boston, Mass. 


Geller Shoe Mfg. Co., Inc., Andrew, 
Brooklyn, N. Y. 


JOINT AUSPICES %®& NATIONAL SHOE RETAILERS ASSOCIATION 


AND * NATIONAL BOOT & SHOE MANUFACTURERS ASSOCIATION 
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fee still available— 
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General Shoe Corp., Nashville, Tenn. 
Gerber Shoe Co., Inc., 


Lawrence, Mass. 


Gerberich-Payne Shoe Co., 
Mount Joy, Penna. 
Gil Ash Shoe Co., Fitchburg, Mass. 
Gilbert Shoe Co., The, 
Thiensville, Wis. 
Godman Company, H. C., The 


Columbus, Ohio 
Goldberg & Co.,S., Hackensack, N. J. 
Goldstein & Sons, Julius, Boston, Mass. 
Goldstein & Sons, S., Boston, Mass. 
Golo Slipper Co., Inc., New York, N. Y. 


Gotham Shoe Mfg. Co., 
Binghamton, N. Y. 


Granite State Shoe Co., Inc., 
Portsmouth, N. H. 


Gray Brothers, Inc., Syracuse, N. Y. 


Great Northern Shoe Co., 
Manchester, N. H. 


Green Bell Shoe Co., Haverhill, Mass. 
Green Co., Daniel, Dolgeville, N. Y. 
Green Shoe Mfg. Co., Boston, Mass. 
Green Company, W. S., 


Williamsport, Pa. 
Gregory & Read Co., Lynn, Mass. 


The Grossman Shoe Co., Inc., 
Parkersburg, W. Va. 


Groves Shoe Company, 
Gud-Fit Shoe Co., 


Chicago, Ill. 
Chicago, III. 


Hagerstown Shoe & Legging Co., 
Hagerstown, Md. 
Hagerty Shoe Co., The P., 
Washington Court House, O. 
Hamilton-Brown Shoe Co., 
St. Louis, Mo. 


Hanan & Son, Inc., New York, N. Y. 
Hannahsons Shoe Co., Haverhill, Mass. 
Hazzard, R. P. Co., Augusta, Maine 
Heilbrunn & Sons, J., Rochester, N. Y. 


Herbert Shoe Mfg. Co., 

Milwaukee, Wis. 
Heywood Boot & Shoe Co., 
Worcester, Mass. 


High Shoe Mfg. Co., Inc., Saco, Maine 
Hill Brothers Co., Hudson, Mass. 


Holland Shoe Co., Holland, Mich. 
Holly Shoe Co., Littleton, N. H. 
Holmes Bohr Co., Lewiston, Maine 


Homan Shoe Co., Inc., 

Philadelphia, Pa. 
Howard & Foster, Inc., 

Brockton, Mass. 


Huth & James Shoe Mfg. Co., 
Milwaukee, Wis. 


Hyde & Sons Co., A. R., 
Cambridge, Mass. 


Hy-Style Shoe Company, 
Hallowell, Maine 
Ideal Shoe Mfg. Co., Milwaukee, Wis. 
Imperial Shoe Co., Nashville, Tenn. 
Independent Shoe 
St. Louis, Mo. 


Interstate Shoe Co., Manchester, N. H. 
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Jacob & Sons, H., Inc., 
Brooklyn, N. Y. 
Jacobs & Sons Co., A., Inc., 


Lynn, Mass. 
Jarman Shoe Co., Nashville, Tenn. 
Jay Shoe Mfg. Co., Cambridge, Mass. 
Jefferson Shoe Co., St. Louis, Mo. 


Jenkins Co., Geo. O., 
Bridgewater, Mass. 


Johansen Bros. Shoe Co., St. Louis, Mo. 
Johnson Baillie Shoe Co., 

Millersburg, Pa. 
Johnson, Stephens & Shintle, 


t. Louis, Mo. 


Johnston & Murphy Shoe Co., 
Newark, N. J. 


Jones & Vining, Inc., Brockton, Mass. 
Julian & Kokenge Co., Columbus, O. 


Juvenile Shoe Corp., 
St. Louis, Mo. 


Kane, Dunham & Kraus, _ St. Louis, Mo. 
Keith Company, Geo. E., 
Campello, Mass. 


Kennebec Shoe Company, 


Hallowell, Maine 
Kesslen Shoe Co., Kennebunk, Maine 


Keystone Slipper Co., Inc., 
Philadelphia, Pa. 


Kimel Shoe Company, Newport, N. H. 
Kleven Shoe Co., Spencer, Mass. 
Knipe Bros., Inc., Ward Hill, Mass. 


Koss Shoe Company, Auburn, Maine 


Krippendorf-Dittmann Co., 
Cincinnati, O. 


Laird, Schober Company, Inc., 
Philadelphia, Penna. 
Lamson Co., Inc., The, 


Lancaster Shoe Co., 


Syracuse, N. Y. 


Elizabethtown, Pa. 
Landis Shoe Co., J., Palmyra, Penna. 
Langer-Lippman Co., Boston, Mass. 
Lenox Shoe Company, Inc., 
Freeport, Maine 
Leonard & Barrows Shoe Co., 
Middleboro, Mass. 
Levi-Weiss Sales Company, Chicago, III. 
Lima Cord Sole & Heel Co., The, 
Lima, Ohio 
Lippert Bros., Inc., Brooklyn, N. Y. 
Little Falls Felt Shoe Co., 
Little Falls, N. Y. 
Lockwedge Shoe Corp. of America, Inc., 
Columbus, Ohio 
Longini Shoe Mfg. Co., The, 
Cincinnati, Ohio 
Lorman Shoe Stylists, New York, N. Y. 
Lorraine Shoe Co., Inc., Maiden, Mass. 
Lown Shoe Company, Auburn, Maine 
Lucey, John E., Shoe Co., 
Middleboro, Mass. 


Lucille Footwear Co., 
Williamsport, Pa. 


Marks Shoe Company, C. W., 
Chicago, III. 
Marks & Sons Co., The L. V., 
Cincinnati, Ohio 
Marshall, Meadows & Stewart, Inc., 
Auburn, N. Y. 
Martin-Tickelis Shoe Co., Inc., 
ipswich, Mass. 
Mathes & Sons Shoe Company, I., 
St. Louis, Mo. 
Mayer-Herman Co., Inc., 
Brooklyn, N. Y. 
Mayer Shoe Co., Fred A., 
Milwaukee, Wis. 
Mayer Martha Washington Shoe Co. 


: Milwaukee, Wis. 
Mayville Shoe Corp., Mayville, Wis. 


McNichol & Taylor, Inc., Lynn, Mass. 

Meis Shoe Mfg. Co., The Charles, 
Cincinnati, Ohio 

Melrose Slipper Co., Littie Falls, N. Y. 








Merrimac Shoe Co., 
Merrimack Shoe Mfg. Co. 


Hallowell, Maine 
Metro-Craft Shoe Co., 
Manchester, N. H. 


Metropolitan Shoemakers, Inc. 


Chicago, Whe 
Metzner Shoe Co., E. L., 
Haverhill, Mass. 


Meyer Co., Frank C., Inc., 


Lawrence, Mass. 

Midwest Shoe Co., Chicago, Il. 
Midwest Sli Mfg. Co., . 

_ . Chicago, I!!! 

Milchen Shoe Corp., Lawrence, Mass. 

Milford Shoe Co., Milford, Mass. 

Milius Shoe Company, _St. Louis, Mo. 


Miller & Sons, I., Inc., 
Long Island City, N. Y. 


The Miller Shoe Co., Cincinnati Ohio 
Milwaukee Shoe Co., 
Milwaukee, Wis. 


Monarch-Sebo Shoe Co., Chicago, III. 
Morphy Shoe Co., Lewiston, Maine 
Morris, Mann & Reilly, Chicago, III. 


Morton Last Co., Inc., The, 
Cincinnati, Ohio 


Mosinger Bros., St. Louis, Mo. 
Moulton-Bartley, Inc., | st. Louis, Mo. 
Mound City Shoe Company, 


St. Louis, Mo. 
Municipal Shoe Co., Inc., 


Brooklyn, N. Y. 
Muskin Shoe Co., Baltimore, Md. 
Myers & Sons, D., Inc., 


Keokuk, lowa 


Baltimore, Md. 


National Shoe & Slipper Co., Inc., 
Worcester, Mass. 
Natural Bridge Shoemakers, 
Lynchburg, Va. 
Nettleton Co., A. E., Syracuse, N. Y. 


Newmarket Shoe Co., 
Newmarket, N. H. 


Nunn-Bush Shoe Co., 
Milwaukee, Wis. 


O’Donnell Shoe Co., Humboldt, Tenn. 
Old Colony Shoe Co., Brockton, Mass. 


Orthopedic Shoes, Inc., 
Portsmouth, Ohio 


Paramount Shoe Mfg. Co., 
y St. Louis, Mo. 
Paramount Slipper Co., Inc., 
Jersey City, N. J. 
Pasadena Slipper Co., Inc., 
Pasadena, Calif. 
Pedigo Company, The, 
St. Louis, Mo. 


Pennant Shoe Co.., St. Louis, Mo. 
Peters Shoe Co., St. Louis, Mo. 
Philco Shoe Corp., Bangor, Maine 
Philips Shoe Mfg. Co., 

Haverhill, Mass. 
Pied Piper Shoe Co., Wausau, Wis. 
Plaistow Shoe Co., Plaistow, N. H. 





Headquarters @ Palmer House @ Chicago 
teicktcthtctcKtiictkitcKticttKin 
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Plaut-Butler, Inc., 
Portage Shoe Company, 


Cincinnati, Ohio 
Milwaukee, Wis. 


Ge mye te O.. St. Louls, Mo. 


Racine Shoe Mfg. Co., Racine, Wis. 
Reed & Co., E. P., Rochester, N. Y. 
Dr. Reed Cushion Shoes, Chicago, III. 
Restful Footwear Co., 

Jersey City, N. J. 


Rice-O’Neill Shoe Company, 
St. Louis, Mo. 


Richland-Davidson Shoe Co., 


Nashville, Tenn. 


Roberts, Johnson & Rend, 
St. Louis, Mo. 


Rogers Brothers Shoes, Inc., 


Boston, Mass. 


Rondeau Shoe Co., H. O., 
Farmington, N. H. 


Roth Shoe Company, Cincinnati, Ohio 
Rubin Brothers Footwear, Inc., 

Long Island City, N. Y. 
Ruth Shoe Corporation, 


Salisbury, Mass. 


Saco-Moc Shoe Corp., Portland, Maine 
Saks Shoe Corp., M. J., 
New York, N. Y. 


Salenfriend & Co., L., 
New York, N. Y. 


Salvage Shoe Co., Louis H., Inc., 
Manchester, N. H. 


Samuels Shoe Company, st. Louis, Mo. 
Sandler Co., A., Boston, Mass. 
Saxe Bros., Company, Boston, Mass. 
Schawe-Gerwin Co., The 


Cincinnati, Ohio 
Schelter Last Co., Inc., 
Rochester, N. Y. 


Schiff & Co., Lawrence, 
New York City, N. Y. 


Scholl Mfg. Co., Inc., The, 
Chicago, III. 
Scholnick Shoe Co., 


Boston, Mass. 
Schwartz & Benjamin, Inc., 


Brooklyn, N. Y. 


Selby Shoe Company, Portsmouth, Ohio 
Shapiro, Inc., A., Boston, Mass. 
Shapiro Shoe Co., Marvin H., 


Chicago, Ill. 
Shoe Form Co., Inc., Auburn, N. Y. 
Shu-Stiles, Inc., St. Louis, Mo. 


Sibulkin Shoe Co., Inc., M 
Manchester, N. H. 


Simplex Shoe Mfg. Co., 


Milwaukee, Wis. 
Sinbac Shoe Co., 


Chicago, III. 
Slater Co., C. B., 
South Braintree, Mass. 


Smart Step Shoe Co., Milwaukee, Wis. 
Smith Shoe Co., J. P., 
Chicago, III. 


Somerset Shoe Co., agi Maine 


South Berwick Shoe Co., 
South a Maine 


See ees Eee... 


Springer, Hans, New York, N. Y. 
Stacy-Adams Company, Brockton, Mass. 
Standard Footwear, Inc., Passaic, N. J. 
Sterling Shoe Corp., Auburn, N. Y. 


Stetson Shoe Co., The, 
‘South Weymouth, Mass. 


Stix-Altman-Weiner, Inc., 

Cincinnati, Ohio 
Stone-Tarlow Co., Inc., 

Brockton, Mass. 
Stritter Shoe Co., Lynn, Mass. 


Stylecraft Leather Goods Co. on Pie 


Sulkis Shoe Company, Marlboro, Mass. 
Taylor Corp., E. E., Brockton, Mass. 
Teeple Shoe Co., Waupun, Wis. 


Thom Bros. Shoe Co., 
picteg Brockton, Mass. 


Triple Novelty Footwear Co. 


Brooklyn, N. Y. 
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of the allied trades. 


sories and allied products. 
For reservations write: 


FOI a Aa II IA 


“An Entire industry on display. 
- under one roof’? 


An exhibition hall in addition to 
eight complete display floors 


More than 800 rooms at the Palmer House devoted to the 
showing of shoes, handbags, hosiery, polishes, and the products 


These exhibitors have already made plans to contact their 
customers. HAVE YOU made plans to contact your customers, in 
Chicago, in January? Make your display selection now! There 
are still 200 rooms available. Participation fees: $50 and $75 
for suitable rooms at headquarters hotel. Large display booths 
on the convention floor can be secured by the makers of acces- 


NATIONAL SHOE FAIR HEADQUARTERS 
PALMER HOUSE, CHICAGO, ILLINOIS 
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Tupper, Inc., 


Tweedie Footwear Corporation, 
Jefferson City, Mo. 


United Last Co., 
United Shoe Machinery Corp. ” 
Boston, Mass. 


United Shoe Manufacturing | Co., 
United States Shoe Corp., 


Cincinnati, Ohio 
Unity Shoemakers Corp., 
Haverhill, Mass. 


. Louis, Mo. 


Valley Shoe Corp., 


Virginia Shoe Co., Inc., 
Fredericksburg, Va. 


Vitality Shoe Company, St. Louis, Mo. 


St. Louis, Mo. 


Vulcan Corp., Portsmouth, Ohio 


Walkin Shoe Co., 
Schuylkill Haven, Pa. 


Wall-Streeter Shoe ce, 
North Adams, Mass. 


New York, N. Y. 


Boston, Mass. 


Watson, C. V., Co., Auburn, Maine 
Werman, A., & Sons, Inc., 

Brooklyn, N. Y. 
Weyenberg Shoe Mfg. Co., 


Milwaukee, Wis. 


White, Morris, Mfg. Co., Inc., 
New York, . ¥. 
Wiley-Bickford-Sweet Corp., 
Worcester, Mass. 
William Shoe Co., Inc., 
Haverhill, Mass. 


Winthrop Shoe Co., St. Louis, Mo. 
Wohl Shoe Co., St. Louis, Mo. 


Wolf Sons Company, Sam B., 
Cincinnati, Ohio 

Wolff-Tober Shoe Mfg. Co., 
St. Louis, Mo. 


Woodard & Wright Last Co., 


Campello, Mass. 
Wright & Co., E. T., 
Rockland, Mass. 


Yard Co., Chester A., 
St. Louis, Mo. 


Zulick, J. S.,& Co., | Orwigsburg, Pa. 
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T. DUN BELFIELD 


President 
Philadelphia Shoe Merchants Guild 





"WHE Shoe Merchants Council of Philadelphia, now 
changed to Philadelphia Shoe Merchants Guild, on 
October 20, at the Hotel Adelphia of that city, pre- 
pared final draft of a code for clearance that has in 
it an “escape clause” that serves to make practical 
the universal acceptance of clearance sales agreements 
in any city, anywhere. 

For several years the plan of clearance control has 
been tried, to stumble up against the problem of a 
gentleman’s agreement that will hold in independent 
stores, chain stores, in shoe departments of department 
stores and shoe departments in specialty shops. Many 
channels of distribution, with many methods of selling 
difficult to reconcile to a fixed code, made the problem 
of having sales agreements one of great difficulty; 
but now that Philadelphia studied the entire movement 
of shoes at retail, the Philadelphia Shoe Merchants 
Guild points the way for other centers to undertake 
cooperative plans for clearance. 


We are met on the broad pathway of good faith 
and good will, so that no advantage is to be taken 
on either side, but all to be openness, brother- 


hood and love. iS a 


1682— 
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Sets General Clearance Sale Date, De- 
eember 26 with a Tolerance for Short 
Sales Season Limited to Store’s Own 
Customers and Restricted Advertising 


Between Nov. 15 and Dec. I. 


Philadelphia 
Shoe Merehants 
Guild Votes 


A committee of five, led by Chairman A. H. Bogutz, 
shoe buyer and merchandiser for the Bonwit Teller 
Co., of Philadelphia—a specialty store, debated the 
subject for a period of two weeks, until the solution 
was made. With him on the committee were B. B. 
Turner, Hanan Shoe Co.; Milton Harper, Walk-Over 
Shoe Co.; J. B. Goodman, The Blum Store; Murray 
Rolfe, Dalsimer Shoe Store. This committee was later. 
made Executive Committee of the Guild. The problem 
involved was how to clear shoes in a shoe department 
whose merchandising operations were controlled by 
the advance seasonable characteristic of the general 
apparel sold. Mr. Bogutz illustrated the point from 
his own merchandising practice as follows: 

“The specialty store’s life is very close to the dress 
interest of the smart women of the community. A 
specialty store caters to the customer who wants ap- 
parel and footwear ahead of the field and who, by 
the same token, has finished buying her apparel and 
footwear before regular shoe stores have reached the 
peak of their season. 

“The problem of clearance is not that of a lot of 
shoes left over in good sizes and widths, but odds and 
ends in short runs. Stores of our type, size up new 
patterns rather than popular selling shoes of the season. 
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PHILADELPHIA SALES AGREEMENT 


WHEREAS, all active members of the Philadel- 
phia Shoe Merchants Guild agree that the spas- 
modic running of sales is ruinous to the better 
conduct of our business; it is therefore pro- 
posed, that there should be no newspaper ad- 
vertisement regarding shoe sales before Decem- 
ber 26th, 1936; with the exception of specialty 
shops which, because of the connection with the 
store in which they have their department, shall 
have the right to be in the store advertisement 
in the newspaper for a period not exceeding one 
week between November 15th and December Ist. 
It is is further proposed, that there shall be no 
display of shoes at reduced prices in any win- 


dows until after December 26th. 


It is also further proposed that any merchant 
shall have the privilege, between November 15th 
and December Ist, to dispose of shoes at re- 
duced prices provided that this is done only 
through direct mail solicitation and through the 
newspaper, but not through windows. 


Shoe Clearance 


So our problem is style selection and speed in fashion. 
It isn’t even a problem of capturing the other store’s 
customers, for I am frank to say that if I could cap- 
ture the bulk of the traffic that comes into our store 
for apparel, that I would need two floors for the shoe 
department alone. 

“We want to go down the line with the stores of 
Philadelphia on the general clearance provisions of 
the Council agreements, We also want an opportu- 
nity to distribute to our own customers, without ad- 
vertising and without newspaper fanfare, those shoes 
that must be cleared under the general promotion 
plans of our business; and I think we have found the 
solution in the spirit of tolerance voiced in the Coun- 
cil’s proposal. Our type of store finds that a semi- 
annual sale has its promotional value even though 
we haven’t got many shoes to clear, for in our type 
of business clearance is accomplished in a few days 
instead of weeks.” 

T. Dun Belfield of W. H. Steigerwalt, and president 
of the Guild, has been one of the most consistent ad- 
vocates of clearance cooperation and has led the fight 
not only in Philadelphia but in the N.S.R.A. His 
philosophy is: 


“Business must establish some sort of Marquis of 


ALBERT H. BOGUTZ 


Chairman 
Executive Committee 


Sale Formula 


Queensberry rules. If the selling of shoes is a battle 
royal where it is perfectly proper to throw in a blow 
below the belt, gouge out one another’s eyes and kick 
the man who is down, why it is inevitable that the 
government is going to interfere with not only the 
shoe business but every other business at retail. But 
if it is to be accepted that business is an honorable 
game and the public wants it so, then a good sock 
in the puss in competition of goods and services is 
good sport for everybody; but a foul is a foul and 
not to be tolerated. 

“This Philadelphia plan of cooperation will not 
cramp anybody’s rugged individualism or close the 
door of opportunity to any merchant who wants to 
go into the battle of business and has what it takes. 
The necessary and commendable purpose of setting 
up some rules is that the public wants goods when 
they are fresh and clean and competitive and this 
gentleman’s agreement is actually established first for 
the public interest and then for the good sportsmanship 
of retailing at large. 

“Perhaps Philadelphia may be a guide to the rest 
of the country in its orderly methods of doing busi- 
ness. If it can be nationally accepted as a rule of 

[TURN TO PAGE 38, PLEASE] 
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Votes Shoe Clearance Sale Formula 


(CONTINUED FROM PAGE 37) 


business conduct in good manners, why 
then it is obvious that government 
doesn’t need to step into the ring as a 
referee. 

“We certainly ought to have intelli- 
gence enough to regulate ourselves 
on such a simple thing as clean play 
on clearance.” 

The meeting, the third in the series 
to study the clearance problem, was 
attended by executives from the leading 
shoe stores and departments and was 
so enthusiastic for cooperative effort 
that it was voted to change the name 
of the body to Philadelphia Shoe Mer- 
chants’ Guild. The newly appointed 
Executive Committee will have in 
charge the preparation of a guild em- 
blem and a cooperative announcement 
to appear in the Philadelphia newspa- 
pers. The proposed publicity to the 
public may later include a common 
window device signifying membership 
in the Guild. 

Consideration of the Guild as a 
force in retailing in Philadelphia was 
voiced by many of the members who 
visualize a higher ethical standard of 
shoe selling and service. Stores that 
subscribe to the principles will be listed 
in the advertisements to appear in 
the local papers and those not so listed 
will be conspicuous by their absence. 
The executive committee, Messrs. Bo- 


gutz, Turner, Harper, Goodman and 
Rolfe, with President Belfield, will go 
into immediate session to establish 
qualifications and standards. 

No city in the country has set for 


itself so high a standard for clearance 
control as the following: “That the 
spasmodic running of sales is ruinous 
to the better conduct of our business; 
it is therefore proposed, that there 
should be no newspaper advertisement 
regarding shoe sales before December 
26, 1936; with the exception of spe- 
cialty shops which, because of the 
connection with the store in which they 
have their department, shall have the 
right to be in the store advertisement 
in the newspaper for a period not ex- 
ceeding one week between November 
15 and December 1. 

“It is further proposed, that there 
shall be no display of shoes at reduced 
prices in any windows until after De- 
cember 26. 

“It is also further proposed that 
any merchant shall have the privilege, 
between November 15 and December 
1, to dispose of shoes at reduced prices 
provided that this is done only through 
direct mail solicitation and through the 
newspaper, but not through windows.” 

It remains for some other city to 
submit a better plan. 





Samuel M. Tipton 


St. Lovis—Samuel M. Tipton, 6325 
Ellenwood Avenue, Clayton, Missouri, 
director of International Shoe Com- 
pany, died at St. Luke’s Hospital, St. 
Louis, October 16, of heart disease. He 
was 68. Mr. Tipton had been associated 
with International Shoe Company for 
a little over thirty years. 

He started in the shoe business as 
traveling sales manager of the Roberts, 
Johnson & Rand Shoe Company, which 
then was the nucleus of the Inter- 
national Shoe Company. Later he 
served as executive head over various 
divisions of the business; during the 
past few years as director of advertis- 
ing. 

Mr. Tipton is survived by his widow, 
Mrs. Grace Holt Tipton, and his son, 
J. Holt Tipton who is a leather broker 
in St. Louis. Funeral services were 
held Monday, October 19, at the Tipton 
residence. 


Features Orthopedic Shoes 


NEW ORLEANS, La.—Orthopedic or 
corrective shoes, which are designed 
to control the bone structure of the 
foot, are featured 


at the Newkirk 


Shoe Store, just opened at 835 Com- 
mon Street by T. J. Newkirk, who 
is operating similar stores in Houston, 
Dallas and San Antonio, Texas. A 
guarantee of foot comfort within 30 
days is backed with an offer to return 
the purchase price, if the comfort is 
not obtained. 


New Arbuckle & King Store 


YAKIMA, WAsH.—Arbuckle and King 
of Salme, Ore., who operate six Buster 
Brown shoe stores in this section have 
just opened their latest branch here. 
George King will move to this city to 
take charge of this store which will 
feature several brands of the better 
grades of shoes. 


Wallace Manages 
Children's Dept. 

Fort WAYNE, IND.—William Wallace 
has been appointed manager of the 
third floor children’s and boys’ shoe de- 
partment of Patterson-Fletcher Com- 
pany. Mr. Wallace is a graduate of the 
Wizard Shoe and Arch School and has 
had eight years’ experience as a chil- 
dren’s shoe fitter. 
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Philadelphia Shoe Merchant's Guild Ne Me's Store in Detroit 


DETROIT, MicH.—Detroit’s newest ex- 
clusive men’s shoe store has recently 
been opened at 162 Bagley Avenue, in 
the United Artists Theater Building, 
by D. V. Grieshammer and his son in 
partnership with H. D. Conley. The 
new store signifies a distinctly nvel 
trend in shoe shopping in the city, and 
is the first store at least in many years, 
to be located on Bagley Avenue, which 
is the third street radiating from Grand 
Circus Park, the other two being De- 
troit’s principal shopping centers, 
Woodward Avenue and Washington 
Boulevard. 

The Grieshammers will continue to 
operate the Baumgartner Shoe Den, 
two blocks away, in an exclusive men’s 
wear store on Washington Boulevard, 
with the younger Grieshammer in per- 
sonal charge. Mr. Conley, who is re- 
lated to D. V. Grieshammer, and has 
been associated in the operation of the 
Shoe Den, is taking over active man- 
agement of the new store. He will be 
assisted by William H. Cobbs, who has 
been with Hudson’s, S. L. Bird’s, and 
the Nisely Shoe Stores here, and man- 
ager of the Enna Jettick Shoe Store, 
during the past eight years. 

The new store is a typically mannish- 
style layout. The center entrance allows 
two small, nearly square windows, laid 
out at counter height in natural finish 
woodwork, relieved by very dark blue 
stripes, nearly an inch wide. Fixtures 
are in natural finish hardwoods, with 
chrome supports. 

The interior of the store is designed 
in grey shades, with a long store lay- 
out, about 20 by 50 feet. Carpeting is 
of taupe color, with the woodwork to 
above headroom in pearly maple, of 
greyish tone. Overhead, the walls and 
ceiling are in turquoise blue, with 
white, black-relieved lighting fixtures. 
Woodwork is decorated in severe col- 
umn and carving patterns, without 
color. 

At the rear, a center door leads to 
the stock room, with a balcony over- 
head. This rear portion consists of 
several greyish wood panels, with the 
door relieved by wide, dark-blue stripes. 

A pair of display cases, five by five 
feet, flank the rear door. These are 
indirectly lighted, and correspond with 
an identical display case along the left 
wall at the entrance. At the right front 
corner is a triangular display case, 
used for striking emphasis throughout 
the store. 

A central display case for accessories 
or featured items is in the front of the 
store, with a lower display or service 
table further back. 

Twelve customers’ chairs are of 
chrome spring steel, upholstered with 
royal blue leather. The fitting stools 
are designed to match, as are the ash 
trays. 

A feature of the store is indirect 
lighting of the display cases, making 
an effective display at all times. The 
store has open stock layout, with the 
shoe boxes designed in a mottled green 
and grey shade. 
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\ ‘'e heels are covered with 


“Pyraheel,” it is your guarantee that 
they will not scuff, scratch, peel, nick j 
or crack! And what’s more, this plastic shoe store in Detroit. At this 
heel-covering material made by du Pont aoe aoe ih 8 ” Mees 
simulates to perfection practically all rures a Seem 

shoe textures. Keep your old customers 

—make new ones—specify scuffless 


heels on your next shoe order. Write 

E. I. du Pont de Nemours & Co., Inc., GUPOND PYRA I I EK EK L 
Plastics Department, 350 - 5th Avenue, sree 

New York City, N. Y., or talk with REG. U. S. PAT. OFF. 

your shoe manufacturers about these 


modern scuffless heels. SPECIFY SCUFFLESS HEELS 


A view of the exterior of 
R. H. Fyfe & Company's 
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T. W. GARDINER COMPANY - LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 













turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 


Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 


THE LAST WORD 


UNITED 


mwJNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 


When writing advertisers please mention Boot and Shoe Recorder 
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REGIONAL /S SERVIC 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 


7. W. GARDINER CO. KRENTLER BROS. CO, 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & pottenco, THE LAST WORD ynitep tastco., tT. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 

















shoes and I've treated 
fe fe with VIX-ENE 
— “proot,) 















its sitting int 
oe with 
damp fect. 








WITH EVERY PAIR OF 
WOMEN’S SHOES 


Paorecrs prom Sicnmess 
causeo oy Dame Feet 





Here is a new item developed especially for women’s 
shoes. 


The combination of light soles and changeable 
weather makes VIX-ENE a necessity. Explain the 
purpose of Vix-ene—how it is easily applied by the 
dauber attached to the bakelite cap and you will sell 
a high percentage of your women customers. 


Vix-ene in bottles is a 25¢ retailer, and is also put 


up in 6-12 and 24 ounce cans for hunters and sports- 
men. Ask your Jobber. 


EVERETT & BARRON CO: 


PROVIDENCE, R. |. 


TORONTO, CANADA 


Yes, they ARE ne w | 
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Art of Boot Making 
Still Flourishes 


BB OOT making is still a flourishing art, as revealed 
by the success achieved by the Bull Boot Shop, Eutaw 
and Redwood Streets, Baltimore, which has continued 
in business for almost three-quarters of a century. It 
is now rounding out more than 70 years of business 
life, in which it has served the boot needs of prominent 
figures in the business, civic, political, sport and mili- 
tary life of the country, as well as others who have 
had occasions for wearing boots. Founded by the 
late Samuel Bull more than 70 years ago and con- 
tinued by his late son, S. Thomas Bull, the business 
is now being operated under the sole proprietorship 
of Joseph W. Hahle, who was associated with the late 
S. Thomas Bull, for about a year before the latter 
died four years ago. Mr. Hahle recently purchased 
the interest of Mr. Bull’s heirs in the business which 
he had managed for the past four years. Mr. Hahle 
is a veteran of the boot and shoe manufacturing in- 
dustry in which he has spent more than half a century. 
The business is now being operated as Jos. W. Hahle, 
successor to S. Thomas Bull. 

This firm, whose skilled craftsmen made boots and 
shoes for the late President Theodore- Roosevelt when 
he went on his famous big game hunt in South Africa, 
and also made boots and shoes for many another 
famous Nimrod and Izaak Walton disciple, still makes 
boots for particular men and women the country over, 
just as they have been doing since shortly after the 
war between the States. 

Numbered among the customers of the Bull Boot 
Shop are persons living as far west as California 
and as far south as Florida in addition to those of the 
East and North. Included among the clientele are 
prominent figures in New York and Washiington. Why 
does this concern enjoy such an extensive clientele? 
Simply because complete satisfaction has always been 
the rule. At this establishment the customer is “never 
wrong,” no matter what grievance, if any, there may 
be. The satisfied customers, according to Mr. Hahle, 
have told their friends of the excellent workmanship 
and satisfaction given at the Bull Boot Shop, and as 
a result numerous new customers 8 have been added to 
its books. 

Mr. Hahle, trading as successor to S. Thomas Bull, 
specializes in orthopedic boots and shoes as well as 
the regular or standard line of boots for hunting, 
riding, skating, military use, etc., and while boots do 
not form the major portion of the business, they do 
form a very substantial portion, in fact, a portion 
equal to any other single phase of the business. 

Many of the customers of this firm have as many 
as a dozen pairs of orthopedic shoes and boots made 
in a year, while the average is from three to nine per 
year. A large clothing manufacturer who is numbered 

[TURN TO PAGE 46, PLEASE] 
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To look young, to have the sparkle and vivac- Of all shoe leathers, patent is most youthful in ap- 
ity of youth is the quest of every smart pearance and most flattering to the foot. Patent 
woman. leather imparts to the feminine foot what foundation 


oe - garments do to the figure... graceful, sleek 
The most important consideration to her is Vincomeness. 
whether the garment or the shoe is becoming. 
If either actually flatters the form or the foot, | Women like patent leather shoes in any season. 
its appeal is irresistible ! Retailers always profit when patent leather is in 
vogue. Manufacturers know the best name for 
patent leather is SETON. Experience has taught the 


S FE TO N | trade that no better patent than SETON’S is made! 
‘You will need patent leather shoes in volume soon. 
LEATHER CO., NEWARK, N. J. Be sure to get SETON’S! 
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Everybody's talking about the Big 
Excitement up at Boot and Shoe Recorder; 
AS whispering, talking and demanding to 







know what it’s all about. 


& have YOU heard? 


Shoemen in the lobbies at the McAlpin and the 
Morrison are asking each other — ‘“‘What’s all the shooting 
about?” 





Advertising agencies are calling up every hour or so 
demanding that they be let in on the big news. 


Artists are arriving hourly with large packages; 
postmen with enormous boxes of shoes. One impudent mes- 
senger boy actually refused to leave a package unless we told 
~ him what the drawing was that was protruding from its 
envelope. For weeks we’ve been holding our breath, but now 


/ - 4 the secret’s out.* 


We've named the day, we've set the date. We'll 

be frank and tell you... . on December 26th you're going to 

see the finest Boot and Shoe Recorder that ever fell from a 

smiling postman’s hands onto your Christmas desk. This year 

we are calling it the LEADERSHIP IN INDUSTRY 

ISSUE. Yes, you’ll see the ads of every leader in his line in 

> this one great issue. It will be the “Who's Who” of the entire 
industry, your guide to the National Shoe Fair and your year- 
long Where To Buy Reference for 1937. 


BOOT & SHOE RECORDER 


A Chilton @ Publication 
239 West 39th Street New York City 
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- 


S *No, we’re not goofy... 
\ not just yet; but this illustration ts 
a study in quiet dignity compared 
to any December Recorder Day. 
As plans develop, and excitement 
mounts, we'll be telling you more 
about this issue. 
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Must End Profitless 
Prosperity 


[CONTINUED FROM PAGE 24] 


Tanners, shoe manufacturers and re- 
tailers, therefore, are represented as 
being squeezed between the mill-stones 
of shoe and raw material prices. That 
view is correct insofar as we accept 
the premise that all the industries’ 
burdens are ours. It is high time that 
tanners repudiate that assumption, 
and insist on the other groups facing 
their own problems. 

“Whatever price they choose to set 
for their product should be their own 
concern. Leather prices are the tan- 
ners’ business. If the shoe industry 
has been maneuvered into an unwhole- 
some price situation it is incumbent 
upon the shoe industry to correct it. 
The tanning industry cannot continue 
to be the ‘goat.’ With consumer buy- 
ing power continuing to grow, with 
the shoe volume the greatest in history, 
there is not the slightest vestige of an 
excuse for the shoe industry to con- 
tinue trading in price. 

“In connection with the matter of 
prices and volume in the shoe indus- 
try, I wish to take this opportunity to 
explode a fallacy which has gained con- 
siderable circulation in the past year. 
From several sources has come the 
opinion that low margins and large 
volume must dominate the future in- 
dustrial picture. Markets can be re- 
tained or expanded only through low 
prices, and therefore, reduced margins 
over cost. The superficial logic of this 
view when applied to some of the mass 
production industries obscures its fals- 
ity for industries such as shoes and 
leather. What is true of the automo- 
bile industry is not true of the shoe 
and leather industries. Shoes are a 
staple; they are made from a material 
the cost of which is dictated by world 
factors and the price reduction neces- 
sary to increase shoe consumption 
would have to be fantastic. In new 
and expanding industries a_ consistent 
reduction in prices may well achieve 
greater volume. But the proponents of 
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THE SAFE SHOES 
FOR CHILDREN 


——— 














in Stock 


BLUCHER SHOES 
Damproof ROCK OAK bend soles, plain toe 
No. 101—White Elk Blucher Shoe. 
No. 103—Smoked Elk Blucher Shoe. 
No. 104—Brown Elk Blucher Shoe. 
51/,/8—B-C-D Spring Heel.Price $1.45 
81/./12—A-B-C-D Spring Heel 

Price $1.65 


BLUCHER OXFORDS 


Right and Left Quarters, damproof ROCK 
OAK bend soles, plain toe 


No. 110—Patent Leather Blucher 
Oxford 

No. 112—White Elk Blucher Oxford 
No. 114—Brown Elk Blucher Oxford 
51/./8—B-C-D Spring Heel.Price $1.45 
81/,/12—A-B-C-D Spring Heel 

Price $1.65 
121/,/3—AA-A-B-C-D 7/8 Heel 

Price $1.90 


FINE GOODYEAR WELT EXCLUSIVELY 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 


TERMINAL BLDG. 
St. Louis, Mo. 


CENTRAL 
710 N. 12th Blvd. 


National Shoe Fair January 4, 5, 6, 7, 1937 
Rooms 836, 838 Palmer House, Chicago 








this view have forgotten that many 
branches of industry are already ma- 
ture and have ceased growing. It is 
no solution for their difficulties to 
preach the glib doctrine of greater dis- 
tribution through lower prices. On the 
contrary, that doctrine is opposed not 
only to the selfish interest, but to the 
wider social and economic interests of 
the matured industries. If the shoe 
and leather industries are to fulfill 
their social function to capital, labor 
and consumers, there is no alternative 
to a sound and reasonable price level 
for their product. 

“We are all in agreement that our 
industry has reached a critical point. 
We are at the crossroads that will 
determine the future profitability of 
our business. Whatever facts and opin- 
ions are presented here, you will make 
the final decision. There may be some 
members of the industry who think 
that the need for any such decision 
does not apply to them. They may be 
earning adequate profits, but anyone 
who is so fortunate cannot afford to 
ignore this basic fact: Nothing is more 
uncertain than individual prosperity 
when the industry as a whole is un- 
profitable. Rhetoric and lofty pleas 
for the consideration of mutual prob- 
lems have their place; it is not here. 
Permit me to say that in my opinion 
the tanning industry is not beyond 
redemption.” 

In concluding his address, Mr. Foer- 
derer expressed his appreciation of the 
advice and cooperation received during 
his term of office from the Board of 
Directors and Executive Committee. 


Opens Men's Department 


LAKELAND, FLA—A new men’s de- 
partment has been added to Benford’s 
Bootery in the Thelma Hotel annex, by 
C. F. Benford, with Walter Smith in 
charge of it. Mr. Smith was formerly 
associated with the Ford shoe store. 
New and modernistic furnishings have 
been installed in the store. The de- 
partment is featuring the Florsheim 
shoes for men. 
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“My Granpappy, Pappy 
and how Me ... we've all been 


trying to wear out these shoes’’ 


Long wear . . . that sums up the unusual durability 
of Rock Oak Soles. That answers the outstanding 
question in the minds of customers .. . clears the 


road to increased business. 


Dealers have found that by specifying Rock Oak 
soles they add selling punch to their line. 


Ask your manufacturers to use Rock Oak. It’s 
scientifically tanned, carefully selected and wears 
longer. Rock Oak is the “sole” leather preferred 


by shoe repairers everywhere. 


The American Oak Leather Co. 
Cincinnati _ Chicago 
St. Louis Boston 
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Walking Types in Demand 


1936 





Smart-welt oxfords, suitable for walking and general 
outdoor wear, are in demand this season not only on 
the campus but by large numbers “f fale and young 
women who go to school or business. J. & Co 

report a decided inaireat ther aenacaie Inosek vame- 
ber shown above in brown calf, with perforated reverse 
calf saddle of darker shade, angi brass eyelets and 

novelty lace. 











Art of Boot Making 
[CONTINUED FROM PAGE 42] 


among the clients of the Bull Boot Shop, has about 
twelve shoes made each year. Whenever he “buys” a 
new suit, Mr. Hahle stated, he also has made a new 
pair of shoes of the orthopedic variety. 

Style in boots as well as orthopedic shoes is of 
paramount importance, Mr. Hahle said, pointing out 
that the men customers were just as particular about 
style as were the women. Quality, also, is of para- 
mount importance, Mr. Hahle said. 

High army officers and officers at CCC camps have 
their boots made at the Bull Boot Shop in Baltimore. 
Society leaders have their riding and hunting boots 
made here and skaters have their shoes for skating 
made. 

The reputation of the Bull Boot Shop for work- 
manship or rather craftsmanship is such that leading 
shoe and department stores as well as specialty shops 
have boots for their customers made, repaired and 
altered and these establishments together with foot 
health shops have their orthopedic footwear made at 
this establishment. 





The Editor’s Outlook 
[CONTINUED FROM PAGE 23] 


technique of shoe fitting. No regular shoe store needs 
separate fitting rooms with closed doors or drawn cur- 
tains and clerks dressed in white uniforms to complete 
the simple function of shoe fitting. Leave to the 
chiropodist and the podiatrist the necessary privacy 
of the booth for the professional service of the care 
of the feet. To imitate that technique by setting aside 
a part of the store as private consultation booths is 
not strictly commercial. The practise of rebating to 
doctors who send in prescriptions is also not strictly 
professional or commercial. 

So let our changes be towards the betterment of the 
shoe business. 
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Make a Drive 
for Charge Accounts 


[CONTINUED FROM PAGE 28] 


“We are enclosing for your con- 
venience a card which explains that an 
account has already been opened for 
you. Select whatever you want and 
just show the enclosed card to the 
salesman after you have made your 
purchase.” 

Enclosed with this letter was a card 
filled out with the customer’s name and 
address, which read thus: 


THIS IS TO CERTIFY THAT 


Living at 

has a Charge Account at this store and 
is entitled to all the courtesies of our 
credit system. 


Brings New Customers 

This letter not only produced good re- 

sults, but also brought in many new 

faces. It demonstrated that charge ac- 

count patrons are valuable and that 

many things are in favor of a charge 

account, which 

1—Reduces sales resistance; 

2—Eliminates competition to a great 
extent; 

3—Saves time, eliminating the neces- 
sity of a customer waiting for 
change; 

4—Safeguards the customer’s money, 
because he no longer needs so much 
ready cash in his pocket; 

5—Enables the store to send the cus- 
tomer notices from time to time of 
special opportunities; 

6—Simplifies purchases in the store, and 
makes the placing of orders by tele- 
phone or mail much less difficult, as 
cash is essential for C. O. D. de- 
liveries; 

7—Establishes the customer’s credit 
standing in the community; 

8—Increases sales as a result because 
of the trait of human nature which 
causes the average individual to buy 
more, and frequently goods much 
better in quality than if they had to 
pay cash. 


Younger Generation 


Has Own Shop 


[CONTINUED FROM PAGE 26] 


part of Mr. Simon’s job here. “The 
right type of shoes must be fitted to 
the different ytpes of feet,” he added. 

The department will give special at- 
tention to prescriptions by orthopedic 
physicians and cooperate actively with 
all professional men. 

Mr. Yoskin as chairman of the juve- 
nile style committee of the National 
Shoe Retailers’ Association, made this 
recommendation to retailers: 

“Accent the fact that you are 
equipped to do a real job with the care 
of the child’s foot—that your fitting is 
right and that your shoes are correctly 
designed—or—if correction is needed, 
that you can meet the need and see 
that you are equipped to make good on 
these claims.” 























Di %oR Davi 
Anti-Friction 

















The foot is kept in its proper position in 
the shoe and throughout the entire life 











of the shoe. 
































Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


Scientifically designed by a leading 
foot specialist the Dr. Geo. R. Davis 
Anti-Friction Shoe for both Men and 
Women has eliminated friction, the 
cause of most foot ills, and brought re- 
lief to thousands of wearers. 


Positive sales results prove the value of 
this shoe as a builder of steady repeat 
sales and as a decided asset to your 
merchandising program. 


Write for Agency An unbroken 


} ESA record of Built- 
Plan for locali- i et In-Quality for 


over 55 years. 


8 BD 5 (O)ist En) te 89 PCO) 6 (0) Oar 
FINE SHORMAKERS : 
BROCK ION —_ 


C AMPELILO,’ MASS. 
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EALERS TELL US 
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“YOUR NEW WIDE TOE LAST HAS EVERYTHING” 





STYLE 420—Black glazed kid, steel gray fancy 
stitched, 380 last, 34 counter, 12/8 duco wood 
heel, fibre top. 


STOCKED 
4A—6!/2 to II C—4l/, to 10 
3A & —é6 to I! D—4 to 10 
A—5 to II E & 3E—3!/, to 10 
B—4!/, to II No EE 
Price $5. 7 5 


Ordinarily when a last maker proceeds 
to make a wide toe adaptation of a 
medium toed last he shortens the fore- 
part with the result that the wide toe has 
no more actual toe room than the nar- 
rower toe from which it originated. 


In developing this wider toe adaptation 
of our medium toed 365 Free Tread last, 
we were particular to hold the forepart 
to practically the same length, which 
means that when the fitter has occasion 
to fit the square toed type of foot, this 
new 380 last gives plenty of room under 
the tip line, with no pressure at the end 
of the little toe. 


Except for the wider toe, this new Free 
Tread last No. 380 has the same develop- 
ments as the other Free Treads, with the 
twisted heel seat that corrects the milder 
cases of pronation. 


It carries a 12/8 heel and is available 


with or without the cookie and wedge. 


STYLE 611X—A similar type pattern, in black 
giazed kid, 380 last, 34 counter, cookie with 
3/16” wedge, 12/8 right and left leather heel, 
fibre top. 


STOCKED 
4A—7 to II D & E—4 to 10 
3A & AA—6 to 11 EE—4 to 9 
A, B, & C—4 to II 
Price $5.75 


FREE TREAD SHOES 


by WILBUR COON 


CHICAGO OFFICE 


189 W. Madison St. 








506 Security Bldg. 


37 CANAL ST. 
ROCHESTER, N. Y. 


NEW YORK OFFICE 


910 Marbridge Bldg. 
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NATIONAL NEWS 








M. A. S. R. A. Selects Philadelphia 


Annual Convention and Exhibition te Be Held February 7, 8, 9 and 
10, 1937, at Benjamin Franklin Hotel 


PHILADELPHIA, Pa.—The 23rd annual 
convention and exhibition of the Middle 
Atlantic Shoe Retailers Association will 
be held February 7, 8, 9 and 10, 1937, 
in Philadelphia, with the Benjamin 
Franklin hotel as headquarters. The 
convention city and dates’ were decided 
upon at a recent joint meeting of ex- 
hibitors and M.A.S.R.A. members after 
a careful study and analysis of replies 
to M.A.S.R.A. questionnaires and ex- 
hibitors’ recommendations which show- 
ed an overwhelming majority in favor 
of Philadelphia and the week of Feb- 
ruary 7, which is seven weeks before 
Easter. 

It is the opinion of the joint ‘com- 
mittee of exhibitors and retailers that 
the progressive merchants will place 
their orders for 50 to 60 per cent of 
their Spring requirements in December 
and early January, and in this way 
aid the manufacturers to level the gaps 
in their factory production and give 
them ample factory capacity to take 
care of orders placed during convention 
dates for last minute Easter style num- 
bers. This would allow manufacturers 
from four to five weeks to make and 
ship and would give the retailers from 
two to three weeks pre-Easter mer- 
chandising at a profit. 

The M.A.S.R.A. Board of Directors 
at its annual meeting adopted a resolu- 
tion to invite a committee from the 
exhibitors and shoe trade associa- 
tions to membership, with full author- 
ity and equal representation on the 
M.A.S.R.A. management committee for 
the 1937 annual meeting and exhibi- 
tion. The purpose of this action is to 
have a unified, cooperative, and repre- 
sentative group of shoe men to direct 
and promote the 1937 convention in the 
hope that it will prove the biggest and 
best convention from every point of 
consideration and at the lowest possible 
cost to exhibitors and retailers. 

This is the first M.A.S.R.A. conven- 
tion where exhibitors have a definite 
part in the promotional policy, plans, 
programs, entertainment, and manage- 
ment. Exhibitors have equal repre- 
sentation on the management commit- 
tee. Several joint committee meetings 
have been held to consider early promo- 
tion plans. It was this committee that 





decided on the convention city and 
dates, hotel and the cooperators’ fees, 
which are thirty dollars, the lowest ever 
announced. 

Success is said to be assured for the 
1937 convention. It will have the sup- 
port and cooperation of several live 
wire associations in addition to the 
active cooperation from the exhibitors’ 
committee. They are, namely: The Shoe 
Club of Philadelphia and the Inde- 
pendent Shoe Retailers. Alliance of 
Philadelphia. This cooperative drive 
is planned to double the attendance. 

The management committee is most 
enthusiastic in their belief that the 
very nominal cooperator’s fee and the 
selection of the Benjamin Franklin 
hotel with its one thousand rooms will 
make it possible to have all exhibitors 
show at the headquarters hotel. The 
committee solicits suggestions and re- 
commendations as to convention poli- 
cies. Suggestions should be mailed to 
a member of the committee or the 
M.A.S.R.A. headquarters at 400 North 
Broad Street, Philadelphia. For in- 
formation and reservations to cooper- 
ate at the M.A.S.R.A. Exhibition, Feb- 
ruary 7, 8, 9 and 10, 1937, manufac- 





DATES TO REMEMBER 


Election Day .......... Tuesday, Nov. 3, 1936 
Spring Style Showing, Shoe Fashion Guild 
of America, Waldorf-Astoria Hotel, 
Nov. 5, 6, 7, 1936 
Thanksgiving Day .... Thursday, Nov. 26, 1936 
Christmas Day ....... Friday, Dec. 25, 1936 
New Year's Day ......... Friday, Jan. 1, 1937 
National Shoe Fair, Palmer House, Chi- 
CE Wes 6 v8 cngenee Jan. 4, 5,°6, 7, 1937 
National Shoe Retailers’ Association Con- 
vention, Palmer House, Chicago, ll., 
Jan. 4, 5, 6, 7, 1937 
National Boot and Shoe Manufacturers’ 
Association Convention, Palmer House, 
Chicago, Ill. ......... Jan. 4, 5, 6, 7, 1937 
Michigan Retail Shoe Dealers Association, 
Annual Shoe Fair, Hotel Statler, Detroit, 
WON cce is Cie icees Jan. 10, 11, 12, 1937 
Texas Shoe Retailers Association Annual 
Spring Convention, Hotel Adolphus, 
Dallas, Texas ......... Jan. 25, 26, 27, 1937 
Kent County Shoe Retailers Association 
Fourth Annual Shoe Show, Pantlind 
Hotel, Grand Rapids, Mich.. Feb. !, 2, 1937 









turers are asked to address Headquar- 
ters, Middle Atlantic Shoe Retailers, 
Hotel Benjamin Franklin, Philadelphia. 

The following constitute the Manage- 
ment Committee: Herman C. Fischer, 
chairman, Philadelphia; I. C. Smashey, 
Salem, N. J.; Gordon Evans, Scranton, 
Pa.; G. M. Garman, Philadelphia; Roy 
Walter, Wilkes-Barre; Harvey Farr, 
Jr., Allentown, Pa.; John Storch, New- 
ark, N. J.; Jerome Lutsky, Philadel- 
phia; W. Delamater, Philadelphia; 
Frank Masterson, Boston, Mass.; Elkan 
R. Myers, Baltimore, Md.; Murray 
Saks, New York City; Irving Feldman, 
Philadelphia; Cal J. Mensch, secretary, 
Philadelphia. 

Officers of the Middle Atlantic Shoe 
Retailers Association are: I. C. Smas- 
hey, president, Salem, N. J.; Roy Wal- 
ter, first vice-president, Wilkes-Barre, 
Pa.; B. W. Shaub, second vice-presi- 
dent, Lancaster, Pa.; George M. Gar- 
man, treasurer, Philadelphia, Pa.; Cal 
J. Mensch, managing director, Philadel- 
phia, Pa. 


Celebrates Golden Jubilee 


WASHINGTON, D. C.—This is the 
golden jubilee year of the Arthur 
Burt Shoe Company in its store at 
1343 F Street, N. W. The store was 
opened in this location in April, 1887. 
Arthur Burt who opened the famous 
shop in what is now the heart of 
Washington’s most fashionable shop- 
ping district, at an age past the 
Biblical three score and ten, is still 
daily attending to the management of 
the store. Burt’s shoes in Washington, 
as in New York and elsewhere, are 
the synonyms for exclusive and supe- 
rior footwear. 

It is interesting to know that the 
Burt family have been making shoes 
in the United States since 1796, one 
hundred forty years. Arthur Burt is 
very proud of the fact that his father, 
John W. Burt, was a shoe manufac- 
turer, and that his brothers, Edwin 
C. and James H., made shoes. And 
he points proudly to the fact that his 
grandfather Burt and his grand- 
uncle Burt were tanners. 

There are now three generations of 
Burts in the shoe store in Washington. 
The son, Edwin C. Burt, is a man of 
mature years. 

Arthur Burt, discussing the golden 
jubilee celebration, said he remembered 
when the first right and left shoes 
came in vogue for women, and when 
the shoe stores began to carry shoes in 
several widths. 








! 
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Modernization Boosts Shoe Sales 





The recently modernized shoe department in the Bonwit Lennon & Company store which, 
according to William Beals, shoe buyer of this department, has enjoyed a steady growth in 
sales since its completion. 


BALTIMORE, Mp. — Recognizing the 
wisdom of having a shoe department in 
keeping with the discriminating clien- 
tele to which it caters, Bonwit Lennon 
& Company, here, completely remodeled 
its shoe shop, thus giving the city one 
of the most modern and beautiful wo- 
men’s shoe shops in Maryland. 

The modern trend in shoe store de- 
sign is carried throughout this shop. 
The color scheme is wine and beige 
presenting a soft tone to the atmosphere 
of the room and suggesting relaxation 
to its women customers. The comfort- 
able deep-cushioned settees and chairs 
together with the equally comfortable 
foot rests, give this shoe department a 
truly salon effect in the true meaning 
of the word. Current issues of maga- 
zines as well as conveniently placed 
smoking stands are at the disposal of 


the clientele so that they may be oc- 
cupied while waiting to be served. 

Most of the shoe stock is hidden ex- 
cept for one wall. The hidden stock 
is in the rear of attractively finished 
and arranged paneling which is inter- 
spaced with circular mirrors and ob- 
long, built-in display alcoves. Access 
to the stock is through draped door- 
ways which separate the mirrors and 
display units. 

According to William Beals, shoe 
buyer for this shop, an increase of 
upwards of 40 per cent has been noted 
since the remodeling and he anticipates 
a steady growth in shoe volume as more 
and more women become acquainted 
with this department. 

A feature of this shop is the use of 
a style chest, an innovation inaugurat- 
ed by Mr. Beals. The style chest con- 


sists of having samples of exclusive 
patterns each individual in style. From 
these samples, women can select foot- 
wear which they can have made to 
order, giving them a shoe that is ex- 
clusive and individual in style. 





Increased Demand for 
Quality Footwear 


PROVIDENCE, R. I.—“There is a defi- 
nite demand for better quality shoes, 
and we have traded up on eur women’s 
shoes with considerable success,” says 
George Peirce, Jr., of Thos. F. Peirce & 
Son, well known shoe retailing busi- 
ness. 

The Peirce store has recently raised 
the lowest price line from $5.75 to 
$6.50 and raised the top price to $12.50 
with an increase in sales. While people 
are not careless with their money, Mr. 
Peirce finds that people can be con- 
vinced of better quality and that they 
are spending more for their shoes. 
Their $6.50 and $8.75 lines are their 
best sellers. 

Mr. Peirce looks forward to an ad- 
ditional six weeks of the Fall selling 
season with the hope that retailers 
will hold off clearance and price-reduc- 
tion sales to get the full advantage 
of this season. Suedes have been sell- 
ing very good at the Peirce store and 
sales volume has considerably sur- 
passed volume for the 1935 Fall 
season. 


Bross to Open Store 


BRooKINGs, S. D.— Raymond Bross, 
who operates the Pierre Bootery and 
the Family Shoe Store at Pierre, S. D., 
will open a new store here, to be known 
as the Bross Bootery, within a short 
time. This new store will be modern- 
istic in manner and will feature popu- 
lar-priced footwear. 

Harold Urevig who has been asso- 
ciated with the Pierre Bootery will act 
as manager of the new store. 
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Hollywood Footnotes 


A circular revolving shoe rack, 
duplicate of the unusual device he has 
in his bedroom at home, has just been 
built for the studio dressing room of 
Bing Crosby, now filming in Colum- 
bia’s “Pennies from Heaven.” 

* * * 


Madge Evans has started a new fad 
of wearing Japanese shoes imported 
by her gardener. This Metro-Goldwyn- 
Mayer actress is introducing them as 
slack shoes and is quite the envy of 
all her friends. The slippers are 
created in a heavy silk with braided 
rope soles. They are royal blue, with 
a wide band of red holding them to 
her feet. There are no heels. 

a * * 


“Mosquito Boots,” especially de- 
signed by Gwen Wakeling of 20th Cen- 
tury-Fox for Simone Simon to wear 
in “The White Hunter,” are made of 
very soft suede kidskin and are pat- 
terned after riding boots, although 
they fit much snugger. Boots of this 
nature are worn in the tropical coun- 
tries to protect the legs from mos- 
quitos and other insects. Some of the 
stars have indicated they would wel- 
come a soft warm boot of-this nature 
for driving in the cold weather. Be- 
cause of their light weight the boots 
are very comfortable. 


* * 


Another fashion trend which may 
influence the gals to wear boots for 
their very active sports is suggested 
by the clothes Jean Arthur wears in 
“The Plainsman.” Portraying that 
colorful character of Western Amer- 
ican history, Calamity Jane, this rough 
and ready girl of the Golden West 
went wholeheartedly for fringed 
leather jackets and breeches, studded 
belts, holsters and boots. And so Nata- 
lie Visart, head designer for Cecil 


[CONTINUED FROM PAGE 18] 


Simplicity is the keynote of smart clothes 
says Marion Marsh, whether it is for formal 
wear or for the casual sports wear. This frock 
of fall Wood Green wool is set off by a brown 
swagger-length kidskin coat, brown kid gloves, 
purse and dulled brown kidskin pumps. 


De Mille’s staff, who did Miss Arthur’s 
clothes for this picture, which is still 
in the making, transferred her thoughts 
into action and turned out a group of 
sketches of modernized versions of the 
costumes. The suit is of dark green 
suede with a slim skirt, as_ well 
tailored as a woolen. With it is worn 
a jumper of terra cotta, matching 
suede gloves, hat and shoes. 


* * *& 


Buttoned oxfords which come up 
high on the instep are being intro- 
duced for sports wear by Jean Har- 
low. Miss Harlow has had these shoes 
fashioned for her in all colors to 
match her various Fall ensembles. For 
the most part, the new footwear is 
created in kidskin with trimmings of 
the same leather or matching suede. 
Incidentally, the Metro-Goldwyn-Mayer 
star found it difficult to secure an old- 
fashioned button hook with which to 
fasten the last word in shoes. One 
was finally discovered in an antique 
shop, of all places. 


E. D. Roberts with J. P. Smith 


CuHicaGco—E. D. Roberts, of San An- 
tonio, and heretofore connected with 


* Guarantee Shoe Company of that city, 


will cover the following territory rep- 
resenting J. P. Smith Shoe Company, 
of Chicago, and selling women’s “Smith 
Smart Shoes”: Texas, Oklahoma, Ar- 
kansas, Louisiana, Kansas, and Mis- 
souri. 


G. C. Studer Transferred 


THE DALLES, WASH. — G. C. Studer 
who has managed the shoe department 
for The Cinderella Shop in Baker, Ore., 
has been transferred to this city to act 
as manager of the local Cinderella 
shop. 
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Women's Shoes 





KUSH-IN-EZE 






No. 561 
Black kid blucher 


VAUGHAN TOWLE CO. 


A division of L. B. Evans’ Son Co, 
WAKEFIELD 


MASS. 
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X-Ray Shoe Fitter 
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PROVE THAT YOUR 


SHOES ARE BUILT RIGHT AND 


HAVE PERFECT FITS ¥ 


inspection ef shoes for 
lasting tacks, misplaced 
shanks, and other defects, 
can be done better with 
our X-Ray shee inspector. 


























Adrian X-Ray Mfg. Co., Milwaukee, Wis. 
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Arbuckle Edits Innerstore Folder 


SALEM, ORE.—George L. Arbuckle, 
of the firm of Arbuckle and King, 
with six retail shoe stores in Oregon 
and Washington, has lots of fun edit- 
ing a little four-page innerstore folder 
which is circulated among the boys 
and girls in the organization. The 
name of this fantasy is “The Fashion” 
and to the great credit of the editor, 
there is no sermonizing to the “help,” 
neither is there any sly remarks about 
the personnel. About the only thing 


relative to business is on the very 
last line with this sentence: “Do you 


give a sales slip to each customer?” 
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What's New 


Designed to Support 
Body Weight Evenly 

As one more unit in their line of 
high-grade men’s footwear, the Stacy- 
Adams Company is introducing with 
considerable success, a preventive and 
corrective shoe known as the “Posture 
Balance.” Stated briefly, this shoe aims 
to improve the posture of the wearer 
by supporting the weight of the body 
evenly on both feet, and gently uplift- 
ing the feet into the proper position 
for the correct heel-to-toe method of 
walking without what is known to or- 
thopedists as “eversion.” 

This is accomplished in a number of 
ways. Starting with a standard line 
last, the arch is carried back under the 
heel in order to give slightly more eleva- 
tion at this weight-bearing point, thus 
preventing or correcting pronation. The 
ball of the last is so fashioned as to 
provide a metatarsal support. Hence 
the weight which falls on the ball of 
the foot in walking and which often 
leads to a fallen and painful metatarsal 
arch, is distributed back of the heads 
of the metatarsals, or that portion of 
the shank just back of the ball of the 
foot. 

Other features include a _ slightly 
widened ball tread to overcome the 
tendency of the upper to ride over the 
sole line, a steel shank for support, a 
health heel with inside wedge and a 
turned-up innersole which supports the 
arch at its weakest point. The metatar- 
sal support, incidentally, is not a hard, 
fixed elevation in the sense that a meta- 
tarsal button is, but a gentle rise from 
the front of the shank to the ball point, 
a feature assuring more comfort for 
more wearers than the fixed support 
which may not be exactly right for any 
ene individual. 

The “Posture Balance Shoe” is this 
firm’s answer to repeated requests for 
a styleful shoe with the features men- 
tioned here. Into its construction have 
gone sixty years of experience in the 
making of shoes designed to be styleful, 
to wear well and to be orthopedically 


correct. 





Capitol Retailers Hold Elections 


ALBANY, N. Y.—At a meeting of 
the Capitol District Shoe Retailers As- 
sociation, held at the Ten Eyck Hotel, 
here, Tuesday evening, October 13, 
officers and committees to handle the 
state convention to be held in Albany 
in 1937 were elected. 

Mrs. Marie Carroll of Cohoes, N. Y., 
was elected president with John Beau- 
mont of Albany, first vice-president 
and John Kelly, Schenectady, second 
vice-president. 

Theodore Leighton of Albany was 
elected treasurer and John D. Ocker 
of Trot, secretary. 

Trustees elected were Justin W. 
Sullivan, Westlake Manuel and Abbe 
Smuckler, Albany; John Mills, Hoyt 
Millham and Mason Hall, Schenectady; 
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The 
ODDS 


are 
EVEN 


é 
that your next juvenile prospect : 
is just graduating from Ideal 
Soft Soled Shoes. Obviously 
the parent will prefer shoes 
carrying the Ideal trademark. 
IDEAL Flexible Hard Soles 
were created to bridge the gap 
between soft soles and full- 
fledged juvenile shoes—to es- 
tablish a profitable link be- 
tween the vast army of Ideal y 
Baby shoe wearers and the ‘ 
alert juvenile shoe department. 

They are doing a real job in 
many a store—can do the same 
for you. Write us today. 


MRS. DAY'S IDEAL BABY SHOE CO. 
DANVERS, MASS. 


Manufacturers of pe i at 
Sole—Intermediate 


IDEAL 


FLEXIBLE HARD SOLES 
which will bring more children into your 
store for their first pair of full-fledged N 


y, juvenile shoes. 








George Truitt, Charles Foley and 
William Phillips, Troy; Fred J. Goetz, 
Amsterdam and Theodore Julian of 
Cohoes. 

T. Arthur Cohen, past state presi- 
dent, Ernest Beaumont, John J. Meara, 
Fred J. Goetz and William Phillips 
gave a report of the state convention 
recently held in Rochester, N. Y. 


Cummings Manages Franks Store 


JACKSON, Miss. — Announcement is 
made of the selection of T. P. Cum- 
mings of this city as new manager 
of Franks Shoe Store, here. Mr. Cum- 
mings takes the place of Al Miller, 
who has recently resigned to accept 


a traveling position. 
Mr. Cummings has been identified 


in the shoe business in the Capital 
City for the past twelve years. 


Successful Shoe Fitting 


Demonstration 
PHILLIPSBURG, Pa.—One of the most 
successful shoe fitting demonstrations 


held here was staged at the Quality 
Boot Shop recently, when R. E. Swan- 


son of the W. B. Coon Co., Rochester, 
N. Y., makers of Wilbur Coon shoes, 


discussed fitting problems and correc- 
tions for all store customers. 
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FOOT ITCH Afiicts Millions 


The yt ap heat this summer is probably responsible to At Thi is Ti me of th e Year j 


a large degree for th e outbreak of Epidermophytosis (“‘Athlete’s 
Foot”) which is affecting so large a part of the population, that 
it is rapidly assuming proportions of an epidemic. 


As a conmpannnss the demand for Dr. Scholl’s SOLVEX has 
jumped enormously. Dealers who 
are tying up to our advertising 
in the newspapers and magazines, 
by featuring this effective remedy 
in their windows and on their 
counters, are reaping rich rewards. 


Dr. Scholl’s SOLVEX immediately 
relieves intense itching of this 
stubborn foot infection. It pene- 
trates the red, raw, cracked or blis- 
tered skin, kills the fungi it comes 
in contact with, and aids rapid 
| healing of the tissues. Display 
| both the 50¢ and $1.00 jars NOW. 


! m= THE SCHOLL MFG. CO., Inc. 
yr Scholls SOLVEX Makers of Dr. Scholl’s FOOT COMFORT 


oduced here Remedies and Appliances 
repr 


Ads like the one nae 
millions who ha 
Se reaching “nlete’ 8 Foot’’. 


Dr? Scholls 


213 W. Schiller Street, Chicago 
62 W. 14th Street, New York City 


SOLVEX 





Retail Trade Shows Marked Gains 





New York Leads Nation in — ‘ia Second, California 
Thir 


WASHINGTON, D. C. — Retail shoe 
stores boosted their 1935 receipts to 
$491,722,000, as against $424,592,000 in 
1933, an increase of 16 per cent, the 
Department of Commerce disclosed in 
its survey of retail trade, made public 
here October 15. 

Unlike most other lines of trade, the 
advance in sales was not accompanied 
by an increase in the number of retail 
outlets; as a matter of fact the number 
of stores decreased from 18,836 in 1933, 
to 18,606 in 1935. 

Out of each $100 taken in by the 
retail stores of the nation, $1.50 was 
spent in shoe stores. In the apparel 
group, women’s ready-to-wear stores 
received $2.40 out of each $100 received 
by retailers, leading this group of 
establishments in percentage of the 
total sales made. 

Shoe stores gave employment to an 
average of 54,937 employees during the 
year, paying them a total of $54,766,- 
000. The employment of part-time 
workers during busy periods was not 
as large a factor in swelling payrolls 
as might be expected, accounting for 
only $4,653,000, as against $50,113,000 
for full time help. 

The existence of chains accounts for 


the fact that, with 18,606 stores, there 
are only 11,642 proprietors. 

New York State sales led the nation, 
totaling $93,446,000; Pennsylvania was 
second, with $46,543,000; and California 
was third, with $36,948,000. Nevada’s 
sales were lowest—$281,000. 

Viewed nationally, payrolls (not in- 
cluding compensation for proprietors 
and firm members of unincorporated 
businesses) took about one-ninth of the 
receipts. Total sales were $491,722,000, 
and total payrolls, $54,766,000. 


Dates Set for West 
Michigan Show 


The Kent County Shoe Retailers have 
announced the dates of the Fourth 
Annual West Michigan Shoe Show to 
be held in Grand Rapids on February 
1 and 2. The dates of the show have 
been advanced to February in order not 
to crowd the National Shoe Convention 
to be held in Chicago January 4 to 7. 
The rubber goods manufacturers will 
announce their prices for the year on 
February 1 and a majority of the lines 
will be shown at the Grand Rapids con- 
vention. 


Leonard Vander Jagt is the general 
chairman in charge of arrangements 
and the names of the various committee 
chairmen will be announced later. 

The shoe show this year will be out- 
standing in that many new models will 
be shown for the first time. An entirely 
new arrangement of the style show is 
contemplated under the direction of 
the Herpolsheimer Company. Speakers 
from a number of national shoe manu- 
facturers have been asked to appear on 
the program at the annual banquet to 
be held in the Pantlind Hotel. 

Reservations have already been re- 
ceived from a large number of shoe 
manufacturers and the show this year 
promises to be a most successful one 
both from the standpoint of program 
and attendance. 


Ski Lasts Production at Peak 


AUBURN, ME.—Output of ski lasts 
is up to a high peak at the factory 
of Fitz Bros. Co. and orders keep 
coming along as the ski tide surges up. 

Supplementing the regulation ski 
lasts are the special ski lasts which 
incorporate particular ideas of manu- 
facturers and also the several types 
of ski lasts that are to be used in 
making ski style boots for street wear. 

Besides, there are the new lasts for 
ski slippers, these slippers to be put 
on after the skier takes off the ski 
boots. 



















FOR MEN ONLY! 
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Men's Slippers 


Obituary 
William J. Fallon 


Boston, Mass. — William J. Fallon, 
president and treasurer of the W. J. 
Fallon Leather Company of Roxbury, 
died Oct. 13 at his home in Newton, 
Mass., at the age of 76 years. For 50 
years he had directed the activities of 
the company of which he was head, in 
addition to which, at the time of his 
death, he was a member of the board 
of directors of the Bayer-Robertson 












































heels; hi 

Sizes 6-12. 

No. 874 Brown suede, 
ined, oak 


beaver collar. 


IN-STOCK 


Oshkosh, Wis. 


and 
beaver collar. 


Samples and prices on 
request, 


Mond! Manufacturing Co. 
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Ballet Slippers 
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BALLET SLIPPERS 


Ne. 600—Tep 

Wom. Miss” Guia. 
$1.35 $1.30 $1.25 
Wom. 


Child. 
$1.20 os $1.10 


> es Left Lasts 
Black K 


BROOKS ques 4 MFG. 
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Turns, Rights 


Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 


BALLET SLIPPERS—IN STOCK 
FINEST QUALITY, BENCH MADE 


No. 100, Bik. Kid, ag 
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SCHWARTZ & HERDER, Inc., Mfrs. 
70-72 NO. 4TH ST. PHILA., PA. 
Dancing Shoes and Taps 
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White Women’s Misses’ Sizes 
‘Women’s $1. -B-C 
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WILLIAM J. FALLON 


Leather Company of New York; of the 
Cross Paper Feeder Company of this 
city; and was a trustee, also, of the 
Leather Trade Benevolent Society. In 
trade association work he was equally 
active, having served as president of 
the: New England Shoe and Leather 
Association and as a director, as well; 
and having been an enthusiastic mem- 
ber of the Boston Boot and Shoe Club. 

In fraternal circles he was a mem- 
ber of the Knights of Columbus and an 
honorary member of the John T. Fal- 
lon Post, V.F.W., of Roslindale, Mass., 
an association named for his son. 

Mr. Fallon is survived by his widow, 
Mrs. Louis M. Fallon; two sons, Wil- 
liam J. Fallon, Jr., and Griffin S. 
Fallon; and by one sister, Sister Mary 
Lena, of New York City. 

Funeral services, held Oct. 15 in the 
Sacred Heart Church of Roslindale, 
was attended by a large number of 
friends and associates in the shoe and 
leather trade. Representing the New 
England Shoe and Leather Association 
were Alfred W. Donovan, C. G. Flynn, 
James T. Gormley, A. A. Rogers, Maj. 
Charles T. Cahill, Charles C. Hoyt, 
John F. Murphy and James H. Stone. 
The Boston Boot and Shoe Club was 
represented by its president, Eugene L. 
Wyman, and by F. B. Masterson, 
James T. Keating and William R. 
Martineau. 
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~ELAM'S 


PRE.WELTS 













IN-STOCK 


Style 553—Tan Eik—Sizes 2 to 8 
Style 554—White Elk—Sizes 2 to 8 
Folded Edge 


In selecting a line of children's shoes, 
remember these pertinent facts: First, 
you must please the child; Second, 
you must sell the mother; Third, you 
must build that sale into a steady 
repeat business. In selecting Elam’s, 
all three points will be completely 
covered. Many retailers are selling 
Elam's for these facts alone—l(aside 
from the profit possibilities). 


F. S, ELAM SHOE CO. 














Albert O. Trostel, Sr. 


MILWAUKEE, WIs.—Albert O. Tros- 
tel, Sr., 70, chairman of the board 
of the Albert Trostel & Sons Co., 
tanners, died October 14 at his home 
here after a long illness. 

Mr. Trostel, who was a native of 
Milwaukee, became a partner in his 
father’s tannery in 1884. Mr. Tros- 
tel’s brother, Gustav J. A. Trostel, 
president of the tannery, died May 
8, at the age of 71. 

Mr. Trostel was a member of the 
University, Town, Elks, Wisconsin, 
Old Settlers and Milwaukee Country 
Clubs and of the German Literary 
Society. He is survived by his wife, 
Clara, two daughters, Mrs. John K. 
Notz, Chicago, and Mrs. Frederick 
Weicker, New York; a son, Albert 
O. Trostel, Jr., Milwaukee, and a 
sister, Mrs. Adolph Finkler, Mil- 
waukee. 


Manuel Nudelman 


PORTLAND, ORE.—Manuel Nudelman, 
: 80, young and aggressive shoe dealer, 
who has been associated with his 
father for a number of years past 
in the Nudelman Shoe Company here, 
died during the past week while on 
a visit to relatives in New York. 

He was a member of the B'nai 
B’rith lodge and other business or- 
ganizations. Surviving are his wife 
and mother and a number of relatives 
in New York. 
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Up-to-Date Shoe Store in Troy 


« pe 


Boasting of one of the most up-to-date retail shoe stores in the state, Morse, Inc., 
have recently completed a modernization program in their new location. 


Troy, N. Y.—One of the most mod- 
ern shoe stores in the state is the boast 
of the Morse, Inc., at 10 Third Street, 
Troy, N. Y. The concern located in 
the city six years ago but a short time 
ago moved to a new building which had 
been completely remodeled and reno- 
vated. The business is now conducted 
under the efficien§ management of Wil- 
liam A. Blumenthal, who was trans- 
ferred to Troy from Pittsfield, Mass. 
Mr. Blumenthal has been connected 
with the Morse firm for the last 12 
years and has taken up his new home 
in Troy, N. Y. 

The new building is decorated in a 
harmonious color scheme of deep blue, 
green, and cream. The interior of the 
store presents a striking appearance in 
the modern style. The floor is carpeted 


in grass green while the walls are in 
cream with built-in displays artisti- 
cally arranged and lighted. Seats for 
customers are of metal in modernistic 
construction with deep green leather 
upholstery. Huge crystal balls furnish 
indirect lighting. 

The display windows are modern- 
istically arranged and the new marquee 
sign in blue and white has attracted 
much favorable comment. Flashing 
lights from the blue marquee sign 
marks the entrance of the Morse, Inc., 
store at 10 Third Street. 

Shown in the store, from left to 
right, are Miss Lulu Stewart, Ben C. 
Sheftel, Max Boxer, Miss Edna M. 
Fleming, Thomas F. Carey and Wil- 
liam Crowley. 





Avery's Adds New Front 


HARTFORD, CONN. — Avery’s Boot 
Shop, 737 Main Street, has completed 
installation of a new store front of 
black Carrara structural glass with 
plate glass set in aluminum. Cost 
of the new front and of other changes 
in the half of the building occupied 
by the shoe store is estimated at nearly 
$10,000. : 

Avery’s Boot Shop was founded in 
1865 by Charles Avery, father of F. 
Herbert Avery, the present owner. Its 
first location was at 148 Asylum Street 
and the business was moved to the 
Main Street address 26 years ago. N. 
Chris Nielson is store manager. The 
firm features the Treadeasy line for 
women, doing an extensive business in 
low-heeled and corrective shoes, and 
the Walk-Over line for men. 


Army Orders Laced Boots 


Boston, Mass. — Contracts to make 
approximately 30,000 pairs of laced, 
leather boots for use by mounted en- 


listed men in the United States Army 
were awarded recently by the Beston 
Quartermaster Corps headquarters 
here. R. P. Hazzard Company of 
Gardiner, Maine, is to make 12,000 
pairs at $4.13 per pair. The Chippewa 
Shoe Manufacturing Company of Chip- 
pewa Falls, Wis., will make 5000 pairs 
at $4.32; and the balance of the order, 
12,928 pairs, will be made by the Joseph 
M. Herman Shoe Company of Millis, 
Mass., at $4.98 a pair. 


Jack Vance Missing 


INDIANAPOLIS, IND. — The Indiana 
Shoe Travelers Association is trying 
to locate John T. Vance, better known 


as Jack Vance. He was last heard 
of about two years ago, and at that 
time traveled for the Hagerstown 
Leather Co., Hagerstown, Md. He was 
a member of the Indiana organization 
until he disappeared. If any one knows 
of his whereabouts please write Charles 
I. Slipher, Washington Hotel, Indian- 
apolis, care of the association. 











ALL-AMERICAN 
BACKING... 


tohelp you sell more 


EVANS SLIPPERS 


Evans slippers are the only men’s slip- 
pers that are nationally advertised. They 
are made with the skill and craftsman- 
ship and fine styling for which Evans 
has been famous for over 100 years. 
“They're tops’—that’s how one dealer 
explained his success with them. Now, 
in addition to the slipper itself, which 
has been selling on its own merit for 
more than a century, there will be a 
sure-fire campaign in these three famous 
magazines . . . Collier's, Time and 
Esquire. Evans makes the most com- 
plete line of men’s slippers—200 mod- 
els, of which 75 are carried in stock 
at the factory. 

Padded Soles from 
Leather Soles from 


$1.25 up 
$1.85 up 


L. B. EvANs’ Son Co., Wakefield, Mass. 


FEATURED ABOVE 
STYLE 1477 . . Brown kid opera 
— full kid lined — leather heel 


‘Evans’ 
SLIPPERS 
feet uth tha atti Lad Lappe 
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Women's Shop in Modern Setting 
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Ski Boots 


6 Fs 


SAWYER'S 
SKI BOOTS 


R. J. Sawyer, Inc., 2 Main St., Freeport, Me. 
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Riding Boots 


Corpus Christi, Texas—The Cardinal Booterie, the only parlor-type shoe store in South 
Texas and the oldest exclusive women's shoe store in Corpus Christi, has recently undergone 
a complete modernization program, making it one of the most up-to-date stores in the state. 
All stock is hidden except for the featured shoes, spot-lighted in modernistic display counters 
and built-in alcoves in the walls. Instead of the conventional fitting chairs, individual 

“occasional chairs of different colors and design, are arranged in groups to carry out the 
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LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also. Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT CROMWELL Co. 


1239 Broadway 
New York City 
Santa Fe Bidg. 
aallan, Texas ‘ 
Se. Los Angeles St. 
mat) Angeles, Calif. 











parlor effect. 


The color scheme is canary yellow trimmed with sea green which with the modern diffused 
lighting and interior-lighted alcoves, make up a well-lighted interior for this modern store. 





Genuine Moccasins Sell Freely 


Los ANGELES, CALIF.—Genuine moc- 
casins for home and sports wear are 
the fastest selling proposition that the 
Silverwood shoe departments have had 
in years. Men are wearing these for 
all occasions except dress and business. 
A small advertisement in a penny 
paper completely cleaned out the first 
order in such a short period of time 
that the store management received 
many complaints of advertising what 
they did not have in stock. These moc- 
casins come with flexible belting soles 
and in a variety of colors. The strap 
across the instep makes them fit to 
perfection, buyer M. Kalsman finds. 
Customers evidently appreciate the 
good qualities of this moccasin so 
much that they will not consider the 
other kinds which in many cases re- 
tail for about half the price of the 
genuine kind. 


Kirkham Returns to Titusville 


TITUSVILLE, Pa.—S. H. Kirkham 
opened his new Kirkham’s Brownbilt 
Shoe Store at 108 South Franklin 
Street, here, on October 22. The win- 
dows have been remodeled and the 
interior of the store has been com- 
pletely modernized. 

Mr. Kirkham has been away from 
Titusville for a number of years and 
during that time he has gained val- 
uable experience in selling and fitting 


shoes. He is now back in the old home 
town, in business for himself. 


Daniel Green to Exhibit at 
Fashion Guild Show 


NEw YorkK—The Daniel Green Co. 
of Dolgeville, New York, will show 
their new Spring line at the Spring 
Showing of the Shoe Fashion Guild of 
America, on Nov. 5, 6 and 8, 1936. The 
Daniel Green exhibit will occupy room 
number 901 at the Waldorf - Astoria 
Hotel, the headquarters for the Spring: 
Showing. 


Joseph Kaplan Pleased 
With Factory Outlook 


Boston, Mass. — Joseph Kaplan, 
president of the Colonial Tanning Co., 
Inc., has recently returned from Phila- 
delphia where he spent two weeks: 
covering the trade in the territory 
with Jim Murrow, their representative: 
for Pennsylvania, Maryland and Vivr-. 
ginia. Mr. Kaplan reports a much. 
better feeling among the shoe fac- 
tories in the territory, and that the- 
factories are generally running at 75 
per cent to 100 per cent full capacity 
and that prospects for business are 
very good. It is expected that the com- 


' ing Spring season will surpass the peak 


Spring season of 1929. 
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What's Ahead for Shoe 
Prices? 
[CONTINUED FROM PAGE 30] 


of 1935. brought in its wake a lull in 
trade during the Spring of this year. 
Naturally, such a pause in business 
was not favorable to price stability. 
But the significant fact which should 
not be overlooked is that prices did not 
show much change following such a 
feverish period of business. This could 
indicate nothing but a solid basis for 
the price advances already witnessed. 

I have reviewed with you the im- 
portant factors which cause price fluc- 
tuations in leather, and explained how 
the excess supplies through the past 
few years permitted such contradic- 
tions as low leather prices during years 
of high leather consumption. Further- 
more, I have indicated to you that we 
are near the end of these excess raw 
materials and that we must plan to 
import an increasing amount of hides 
and skins from abroad. Finally, I 
have pointed out that whenever, in the 
past, we have increased our takings of 
foreign hides, we have had to face 
firmer markets. 

Now what does this mean to the 
retailer? If I may sum up, it seems 
to me that the retailer must recognize 
that one of the far-reaching effects of 
the drought of 1934 was the excess 
supplies of hides and skins which de- 
layed the expected readjustment of 
leather and shoe prices for a consider- 
able period of time. These supplies 
have now practically come to an end, 
and hides and skins have been removed 
from the bargain counter. The price 
increases which have taken place 
already were not confined to this coun- 
try alone but were witnessed through- 
out the world. After all this trend is 
not one which is planned or caused by 
the efforts of any group or groups of 
producers. The pinching process, which 
it inevitably creates, plays no favorites, 
but attacks tanners, manufacturers 
and retailers. Regardless of the pres- 
sure applied against it, and the num- 
ber of economic deaths which it may 
involve, it will continue until it is re- 
vised by such basic economic forces as 
decreasing demand and increasing sup- 
plies. The retailer, therefore, must 
expect to find a strengthening of shoe 
prices in the future. 

Thoughtful consideration of these 
facts may well lead the retailer to the 
conclusion that not only the easiest 
policy, but by far the most profitable 
one is to capitalize on such trends. 
This can be done by improving the 
quality of merchandise and demanding 
a fair profit. The consumer has en- 
joyed during the past few years greater 
purchasing power for his shoe dollar 
than he could reasonably have expected. 
No one familiar with the facts can 
accuse the shoe industry, if in the face 
of an entirely different set of condi- 
tions, it raises its prices to a point 
where each group, tanner, manufac- 
turer, and retailer may earn a fair 
profit. 
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THE CORRECT SHOES FOR GROWING FEET 


Propr-Bilts score again 
with new short back part 
lasts and new patterns. 
Above, one of the many 
new styles now in stock. 


OD Shoe CG. 


23 NORTH 22ND STREET, HUMBOLDT, TENNESSEE 
1\7 7200s) .0001@2 0mm.) DOLE R 
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® IN STO CK There is only one original. 
® The country’s finest stores choose 
e Propr-Bilts, America’s “Number 
e ~ One” line of scientifically correct 
e J = children’s footwear. 
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Build more 
high grade chil- 
dren’s shoe busi- 
ness — the Propr- 
Bilt way. Write 
today for our com- 
plete catalogue. 


Sixty-Two 
smart styles 


IN STOCK 


for boys and girls 
of all ages 
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The trend toward quality merchan- 
dise will aid the retailer in carrying 
out this policy. Even those who pre- 
dicted that the emphasis on price tags 
and the sacrificing of quality would 
bring consumer revulsion have been 
astonished at the increases in the sales 
volume of quality and higher-priced 
merchandise. It is quite apparent that 
the average consumer is sick and tired 
of cheap products. Too many have 
found in such prices only an illusion 
of economy. All signs indicate that 
those who offer better quality merchan- 
dise will meet an unusual demand. 
Someone has said that retailing will 
be the big business of this era. There 
is every reason to believe it will be if 
retailers gauge this consumer demand 
correctly. 


Clever Ads from "The Coast" 


[CONTINUED FROM PAGE 32] 


illustrates two shoes with large size 
cuts, telling Los Angeles women to “See 
Baker’s First for Smart Styles—Best 
Shoe Values. . . If you get it at Baker’s 
Happy Medium Stores, you’re sure of 
getting the best possible value in shoes 
and hosiery for your money. In fact 
Baker’s, because of their long-estab- 
lished business, and their chain of elev- 
en stores, are able to give you more 


than usual value—they give you a more 
complete service and greater con- 
venience in shopping, as well as the 
smartest and newest styles. Whatever 
your individual taste demands in foot- 
wear, you’ll find it at any Baker store 
—always at Baker’s Sensible Prices.” 
Shoes shown in the illustrations are 
pictured at $4.50 and $4.95. 

And, on the other hand, Bullock’s 
Wilshire advertises “Town and Country 
Shoes,” hand-made, for men at $20 the 
pair, in a very modern and distinctive 
two-column, ten-inch ad in which three 
shoes are shown in half tone against 
an air-brushed half-tone background, 
only the panel for type matter and 
caption showing white. 

So the coast stores cover the complete 
range of style and price in their ad- 
vertising, and in addition many of them 
play up the orthopedic and fitting 
angles just as effectively. Perhaps the 
fact that they devote so much thought 
and attention to the creation of good 
rewspaper advertising is one of the 
reasons that help to explain the out- 
standing successes achieved by so many 
Pacific coast shoe merchants. 


J. C. Ross Starts New Store 


EVERETT, WASH.—J. C. Ross, owner 
of the Ross Bootery, has opened an 
additional store in this city called the 
Fit-Rite Boot Shop. 
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Vamp Pads 


6 OE OP Ee 


™ STOP THAT PINCH 
WITH ORIGINAL 
EVER-READY SKIVED 


Results assured because 
cushion felt gummed to stick, and 





conveniently ved. Also Heel Cush- 
ions, ds, Inso! ete, 
Security Shoe Findings Mfg. Co. 


810 W. 73rd Street Chicago, Ill. 
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Men's Shoes 
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“HIGHEST ORAS ONLY” 
“U.S.A. 
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Shoe Cleaner 
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New Store Opened 


BALTIMORE, - Mp.—Tenser’s Smart 
Shoes Shop, has been opened at 1321 
West Baltimore Street, this city, by 
S. Tenser. The shop is located in the 
West Baltimore business section. 
Popular price shoes for men, women 
and children are carried. The Sun- 
dial line is featured though other 
footwear is carried, including Bonnie 


Laddie shoes for children. 


Factory Girl Crowned 
Sesqui-Centennial Queen 


LYNCHBURG, VA.—Helen Colbert, one 
of the 3000 employees in the Craddock- 
Terry shoe plant, had her hour of glory 
last week when she was elected queen 
of the sesqui-centennial celebration in 
Lynchburg. Mrs. Colbert, for she is 
married, was the nominee of the Crad- 
dock-Terry Company in the race among 
Lynchburg girls for the honor of be- 
coming queen of the celebration which 
lasted the entire week, beginning Co- 
lumbus Day. 





MRS. HELEN COLBERT 


From the start it was a hotly con- 
tested race, as several of the contestants 
were promonent in Lynchburg’s social 
life. Mrs. Colbert, however, won the 
contest with a large plurality, swamp- 
ing headquarters a few hours before 
the deadline with more than 400,000 
votes, gathered through the efforts of 
her fellow employees in the Craddock- 
Terry Company. 

The election was decided on votes 
given the nominees for the purchase of 
pageant tickets, dance tickets and the 
souvenir book, “The Saga of a City,” 
and from coupons carried in the news- 
papers. The Craddock-Terry Company 
turned in a huge order for these books 
subscribed for by the employees. 

This celebration in Lynchburg was 
one of major importance to its residents 
and attracted many visitors from all 
parts of the country. Following Queen 
Helen’s coronation, there was a pageant 
depicting the service of Lynchburg men 
in all the wars, dating from the Revolu- 
tion. Scores of men, young and old, 
attired in uniforms of many armies, 
paraded through the streets of the city. 

For three days, starting on Wednes- 
day, an historical pageant was pre- 
sented, depicting the growth of Lynch- 
burg from its settlement. On Thurs- 
day, Mrs. Colbert taking the part of 
Zalinda Lynch, daughter of John 
Lynch, the city’s founder, was wedded 
in mock ceremony to Samuel Gantt, a 
member of one of the city’s oldest fam- 
ilies, who took the part of William 
Davis, Jr., son of an early settler, in the 
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old Quaker church in which the real 
Zalinda Lynch was married nearly 150 
years ago. 

On Friday, following a big parade 
through the downtown section of the 
city, ‘the celebration wound up with an 
air rodeo at the local airport. 


Mandel Employees Entertain 


Los ANGELES, CALIF.—A very suc- 
cessful dinner dance was held by the 
Mandel Stores Association at the Wil- 
shire Bowl. Tables were set for 75 
members of the association and in- 
vited guests. Great credit for the 
handling of this affair goes to Victor 
Kempton, chairman of the arrange- 
ments committee. Harry Wolfson, head 
of the prize and financial committee, 
was assisted by Howard May of the 
Samuel Shoe Co., Ed Thornton of The 
Unity Shoe Co., M. R. Bise of McCal- 
lum Hosiery, Sam Cotton of Foot 
Delight Shoes and the one and only 
Van Shotwell. A Golden Slipper con- 
test was won by Miss Hubbard of the 
office force of The Fern Shoe Co., 
donors of the prize. Miss Rose Mandel 
acted as hostess. Exhibition dances 
were staged by two members of the 
employees association, Miss R. Rogers 
and Mr. Chad Winsor. 





Tacoma Shoemen to 


Entertain Ladies 


TacomMA, WasH.—At the October 
meeting of the Tacoma retail shoe men, 
at which time the newly elected presi- 
dent, Tom McElwain, presided, plans 
were made for future activities of 
the association. Among other things, 
it was decided to entertain the women 
employees of shoe stores and shoe de- 
partments at the next regular meeting. 
Meetings are held on the second Thurs- 
day of each month. Officers of the 
association in addition to Mr. McEl- 
wain, are Fraser Chisholm of Pessi- 
mier’s Bootery, vice-president, and 
Oscar C. Hafsos of McDonald’s Shoe 
Store the secretary-treasurer. All mer- 
chants present are in accord in report- 
ing a much more successful retail 
business than was experienced last 
year at this time. 





Celebrates Golden Anniversary 


KAUKAUNA, Wis.—Barney Verfurth, 
retired shoe dealer, and Mrs. Verfurth 
celebrated their golden wedding anni- 
versary here, October 12. 

Born in Germany, Mr. Verfurth 
came to Darboy in 1881 and opened a 
shoe store. When he came to Kaukauna 
46 years ago, he entered the ‘employ 
of Rossmeisel & Schreiber, local shoe 
dealers. In 1895 he opened his own 
shoe store and continued in that busi- 
ness until his retirement several years 
ago. The store is now being conducted 
by his son under the name of Verfurth 
& Son. Mr. and Mrs. Verfurth have 
four sons and a daughter. 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 

ARE ESSENTIAL... 
d , Experienced manufacturers and retailers 
know the importance of strength and rigid- 
ity in shank construction and wood heel 

K attaching. 

N Based upon sound shoemaking principles, 
Hp Unishank and WAC Wood Heel Screw 











Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 













THE TICKET 


AN vA CARD 


Appropriate oak-leaf design in 
autumn shades of orange, 
brown and tan. 


CARD HOLDERS 


Oval base—burnished gold— 
three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 

Supplied with annual services. 
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Autumn Window Cards And Tickets 
Now In-Stock—They Will Attract 


Customers To Your Shoe Displays 










DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 







14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 









ATTRACTIVE HAND LETTERED PRICE TICKETS 
Samples of in-stock 









In popular denominations and blank. 
tickets available. 










WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $6.00 






MERCHANDISING AIDS 
















Polly Cli 
Pouy Cup for Price hs 


. ckets Tilt at any angle. Bronze for 
for Price Th dark leathers. Nickel-plated to 


avoid rust effects from white 
leather tannage. 














Polly Shoe Holder [ORDER 
To display arch, branded, and 


fibre-sole shoes. Always re- sesacasea. 
wm in upright position. 
n 





















Recorder Stock Record oe fl 




















¥ Tickets 

y : for shoe cartons, Cyclone clips a eae 

bel j wg Sweep ne $1.25 | Lad: 

. OLDER. _ aueenegp east $225 | seceeees 
Pat. Pending . 











When writing advertisers please mention Boot and Shoe Recorder 








AND SHOE RECORDER, October 24, 1936 


FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combine- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
6 Ad oo oo Ld 


BOOT 











f 














(Cross out 


eee emcees os beceeseseeensee 


Combination of one gross Polly 
Clips and one gross Arrows, only 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 

SPECIAL CARDS, with wording as wanted; or, duplicate stock cards for your 
other window—gratis. 

EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 
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SERVICE | MONTHLY 


BLANK 
TICKETS 





subscribers 


must be drawn on U. S. 


Ne. | 100 
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xt 


additional 


per month. 
each month’s service deliv- 


Ne. 2 


+ per year, payable 





card holders. 


foreign 
month 


Ne. 3 





ered, and agree to return the 


$6.00 
4.00 100 
3.00 
225 


Ne. 4 


banks, or include exchange. 
per 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
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g FOR ITSELF .« IN MERCHANTS SERVICE DEPARTMENT 
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INCREASED vee fay ~1 & Cy 
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/Micl (orf 20 Wi oro! CHICAGO-ILL: 


209 S:STATE ST 




















Cheek, with order, please, unless C.0.D. pretesre 


- IMPRINTED 


«+++, Consisting of 
at 35¢ per fifty, 


+--+. Card holders (with 
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additional. 

















for Card Service 








“$s”: Brown, tan 
and yellow — on 
tan mottled board. 


Size: 114" x 2%"—Prices on opposite page. 


“M” Rust pennant, 
Goldenrod yellow 
stripes on cream 


background. 


“G”: White board, 
orange and tan de- 
sign. 


“A”: Same design 
wae aesee™ 
sunburst. 


P'ease enter our order for the 
Recorder ‘Selling Messages,” 
beginning with NOVEMBER, 


continuing monthly for one 


year, 


the first month’s service), 
blank tickets each month, 


TICKETS, 


OR 
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and Ward Af 


SALESMAN WANTED SALESMEN WANTED HELP WANTED 


ANTED: En ic, capable man between 
WA of 25 and Fe taking charge of 
stock control and stock records in footwear fac- 


WANTED ——— EXP ERIENCED SHOE MEN tory, but preferably with experience os tee. 


yo gn ene _ future for ri 

$s sts s *e2 so, could use another young man wi exper- 

With confidence — ability — capital and ambition. ence in production, preferably in slippers. Ad- 
dress E-96 & Shoe Recorder, 239 


7, care Boot 
A large established middlewestern concern has openings for young West 39h Street, New York, N. Y. 
men who want to own a business. . . . Opportunities available in all 


sections. WANTED Assistant advertising. manager for 
: sa: : +): town in Ohio; one who is familiar with retail 
Improved business conditions make this proposition very worth- shoe advertising. Give complete details of 


i i ience. Reply to Address E-978, care 
while. Investigate now—Plan your future. neta. nan’ te Wek ee teak ew 


All replies confidential. York, N. ¥ 


Address E-976 
Care BOOT AND SHOE RECORDER HAVE an opening as manager of Shoe Depart- 























1627 Locust Street, St. Louis, Mo. ment in a midwestern city. Doing twenty-five 
t d, should do seventy-five thousand. Give 
full information in first letter. Address E-981, 
care Boot & Shoe Recorder, 239 West 39th 


Attractive Opportunity LINE WANTED Street, New York, N. Y. 


For Live Wire Salesmen GALESMAN with good following desi 
Full time salesmen wanted for: , with gi 0 wat sires popu- 
e lar price children’s or women’s line for - 
So. pm A and Philadelphia litan area. Able to finance self. Address WANTED TO PURCHASE 
new York State =-975, care Boot & Shoe Recorder, 239 West 
Connecticut 59th Street, New York, N. Y. SHOE Store Wanted—Write full information, 
city or country. Address E-983, care Boot 


Line consists of In-Stock Children’s, Misses’, West 39th Street, New 
Growing Girls’ and Boys’ Shoes. Popular ¥ Soe, BS ne ae ee 


ng Auaative drawing account for the POSITION W ANTED ‘ 
We ~ only interested = men with teow: 
ing and experience on the territory. State 
age, references and details. MERCHANTS’ NEEDS 
Address E-979, care H 
woestrem B00, cuss Here is the man for you! 
West 39th Street 


“iNew York, N.Y. Ready to start at once! INCREASE 


For s ears this — ee aoe > YOUR 
URD SHOE CO., Inc., Utica, N. Y., wants aged in e manufacture o; e 
H a Class A salesman for Western Pennsyi- finest quality footwear in the United SALES 
vania. If you have an established business and States. iggehes om f experienced in 
can sell a profitable volume of shoes and rubbers, oe og styling, buying and sell- with 
write, giving your age, lines carried, shipments — he wishes to become associated 
for last two years and two reliable references. = _ ao —, ged ey oe ted scientific 
EXPERIENCED salesmen by well established the best of references and is well shoe 
tubber manufacturer for following terri- known to the entire shoe industry 
serie Ms a Bee aot Pas lod in the East and Middle West. ve fitting 
ving ° er an posi % - 
Address E-977, care Boot & Shoe Recorder, dress B-965 care BOOT & SHOE 


235 West 9th Stet, New York, N. ¥ RECORDER, 259 W. a9¢h Street, THE BRANNOCK DEVICE 


SHOE SALESMAN, ex on women’s 

Corrective and semi ive hig! Builds Sales - Saves Time - Simple - Accurate 

shoes; commission basis. Pennsylvania ry- Arch Length - Toe Length - Width - ALL at onee. 
land, Washington, D. C., Virginia & West Vir- “. . , Our cost of adjustments owing to m 
inia. References to accompany application. Ad- fits has been reduced materially and we feel thet 
ress E-982, care Boot & Shoe rder, 239 HELP WANTED a > "yore yon : 
West 39th Street, New York, N. Y. Hundred dint ois ax oe joer oo 


of les and 
ing a reputation for expert fitting with the 
Brannock. 










































































vo be ave in co ana - managing Write for Descriptive Folder 
LINE WANTED Pt mgm postin ark jt peal, and list of shoe factories offering Brannock Devices 
understand modern retail merchandising. Good at special CoapeTMEYS: NEMS. 
WOMEN'S or children’s popular price for well- salary. The man we are looking for is at present 
rated accounts, Metropolitan area. Can han- employed but looking for advancement. Furnish 
dle collections. Address E-974, care Boot & = story. Address E-980, care Boot & Shoe 
Pye. 239 West 39th Street, New York, ecorder, 239 West 39th Street, New York, 
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CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
address should be counted. 

The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

ES” Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@§ 
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MERCHANTS’ NEEDS | MERCHANTS’ NEEDS MERCHANTS’ NEEDS 


Patent Warning Notice PREVENT LOST SALES! 


We desire to notify all retail shoe stores that we are the owner of United States 
oe ay Patent Number 2,028,321, dated January 21, 1936, for shoe Re-Shaping THERE is a way and a proven way 


it Bas boon Beonaht, to our attention that various retail shoe stores have been to give all customers (even the hard- 
Pp ng oe reshaping appliances which constitute an infringement upon 

the aforesaid Letters Patent, and the purpose of this notice is to notify all retail to-fit) shoes that fit perfeetly and 
shoe stores that by purchasing or using shoe re-shaping appliances which in- comfortably. It’s a way that’s now 
eee the aforesaid Letters Patent they are rendering themselves liable to us for ‘ 
infringement of the aforesaid Letters Patent and an accounting for the damages used by thousands of wide-awake 
pa Bante d Peg ond see the profits they have made by reason of their use of the retailers who enthusiastically en- 
We tend to vigorousty prosecute all ypnnatacturers or retail shoe stores manu- dorse it. It consists in reshaping 
acturing or using shoe re-shaping appliances which infringe our said patent, and s ase 

we warn the trade against incurring liability by purehanion or wales such in- shoes to conform to the individual 
fringing devices. foot. It’s so simple that any of your 


DUNDE SHOE RESHAPING DEVICES, INC. employees can use it. Inexpensive 


ROOM 1811, 209 S. STATE STREET CHICAGO, ILLINOIS to operate, too. Write for details or 
grasp this— 

















PROTECT AND IMPROVE YOUR SALES WITH 
MANOLIS PRODUCTS 
Spats, $5.65 to $23.00 per dozen 
Shoe Ornaments, $1.00 to $3.00 per dozen 
MANOLIS MANUFACTURING COMPANY - 
4246 North Crawford Avenue, Chicago, Illinois a... & 


Side Line Salesmen Wanted. Please furnish references with application. 








Machine and Hand 
Iron, Complete, $35. 
F.0.B. Lynn, Mass. 











BUSINESS OPPORTUNITY HOTELS 











YOU CAN HAVE A BUSINESS PRO- _ AY 7 
FESSION OF YOUR OWN and earn big 7 4 ; meg ahaa 
income in service fees. A new system of os : 5, Ps mY 
foot correction; readily learned by any : : Republic Building, 
one at home in a few weeks. Basy terms P a. \ 209 South State St. 
for training; openings everywhere with . Y, Cian, 
all the trade you can attend to. No capi- - eee Os 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





The Uses of Goring \. 


CHELSEA, Mass.—Everlastik, Inc., of ~ 
Chelsea, manufacturers of goring, are RAC E SEASON WANTED TO PURCHASE 
sponsors of a series of advertising fold- 
ers called Fashion Flashes. These are . —— 
down here in Maryland Entire or oun and Retail 











mailed lar interval e- 
. at seen am to as Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 


lected list of shoe manufacturers, re- ? 
tail merchants and pattern houses. The They're off! And after the race you'll ity, Arch Preserver, Queen Quality, Bos 
* ie tonians, Stetson, Red Cross, Nunn Bush, Pte. 

folders illustrate the many uses to find the gay crowd reliving the Sport IRVIN RUBIN 

which this versatile material can be é Eines at the Lord Baltimore—cen- “The House of Jobs” 

put in shoe design, including its use as ee re ee gnene Bacon Vitae "tau team Coty 

fastening, in the throat of the shoe and ter of Baltimore's social and business : 

on the sides. activities. 700 rooms, each with bath 

. : and shower: Cocktail Lounge, three 
MILWAUKEE, Wis.—The Big Shoe the races. Rates from $3 to $6 single. Buye rs of Su rplu s Stocks 

Store recently moved into its new store We will buy surplus or entire stocks of shoes 

at 2213 N. Third Street. During the from manufacturers, jobbers or retailers. 

past several months the firm had been QUANTITY NO OBJECT 

located in temporary quarters across KIRSCH-BLACHER CO., Inc. 

the street from its new shop. The 106 Duane St. New York 

shoe firm operates five neighborhood Phone WOrth 2-5377 and 5378 

stores in Milwaukee. g 3 : ; 























Seegel's in Larger Quarters 
WHEELING, W. VA. — Seegel’s Shoes : 
has moved because of insufficient seat- CASH FOR BRANDED SHOES 


ing space from 1120 Market Street into Men’s, Women’s—Factory or Retail 

a new location at 1040 Main Street. Wat: Se Oe Se aon, See, 
They have put in a better line of shoes D. B. Spero, who manages this store, tonian, Walk-Over, ete. : 

and are doing a bigger business in their claims his business has already shown BARIS SHOE COMPANY, Inc. 
new store which has double the seating a nice increase and he expects it will 70 READE STREET. NEW YORK 


capacity. continue to do so. Telephone WORTH 2-5180, 518! 
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Autumn Sales Show 
Good Increase 


PROVIDENCE, R. I.—Business is much 
better at the Emerson-Ward, Inc., 
store where Septeniber of the present 
year beat the 1935 September sales 
record by 35 per cent with a 32 per 
cent increase for the period since 
Stephen J. Oski took over the man- 
agement of the business. Mr. Oski 
hopes to report a 40 per cent increase 
for the year. 

When asked the reason for this sales 
increase, Mr. Oski placed considerable 
emphasis upon their direct-mail sys- 
tem. A metal card-filing system, con- 
taining 20,000 names and addresses 
is right before him when he sits at 
his desk. Incidentally, this filing sys- 
tem is handy to the telephone, and 
when a customer telephones for shoes, 
he or one of the salesmen can hastily 
find that customer’s card, which gives 
all details at once, while still talking 
with the customer. In many instances 
this has helped them to place the cus- 
tomer and give more satisfactory help 
over the telephone. 

These people are reached regularly 
through direct-mail. Names consist not 
only of customers but of persons rep- 
resented in the telephone directory, 
where names of professional and busi- 
ness persons are taken. 

If Mr. Oski receives 10 inquiries 
out of 1000 pieces, he considers the 
activity worth while, since those per- 
sons may buy regularly for many 
years. Furthermore, he considers he 
has added that many persons who will 
boost his store in everyday conversa- 
tion. 


Collects Used Shoes for 
Welfare Distribution 


WASHINGTON, D. C.—Ed Hahn of 
the Hahn Shoe store system in this 
city is quietly gathering a reserve of 
shoes for distribution to the unfortu- 
nate during the impending Winter 
season. Ice and snow and slush hits 
the poor with particular discomfort 
in the Nation’s Capital. Mr. Hahn 
accumulates the shoes at the store 
at 7th and O Streets, N.W., and puts 
them out through various relief agen- 
cies. One of his favorite mediums is 
an enterprise called “The Old Woman 
Who Lived in the Shoe.” This is car- 
ried on each Winter by a group of 
clubmen who collect shoes from every- 
body in Washington, from the people 
who live in the White House to those 
who live on the waterfront. 





Celebrates 50th Anniversary 


La Crosse, Wis.—This Fall the Peter 
Newburg Clothing Co. is celebrating 
the 50th anniversary of its founding. 
Represented in the firm, which has a 
complete shoe department, is the third 
generation of the Newburg family. 
Earl Olson is manager of the store’s 
shoe department, which features Cros- 
by Square and Florsheim shoes. 
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VAUGHAN-TOWLE CO., Wakefield, les. ses. is Ok LEM OR OT eee ae 


LEATHER AND OTHER MATERIALS 
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GOODYEAR TIRE & RUBBER CO., Akron, ©. edin inetd tv .« saecbainll coho ete ceekeces ae 
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There IS something new under the sun. And it’s the 
current tannage of Colonial Black Patent. Unceasing 
development and research made Colonial the aris- 
tocrat of “style” leathers. Constant improvements in 
processing have made “Black” the aristocrat of 
Colonial leathers! All of which explains the choice 


of Colonial Black Patent by Treadeasy to lend beauty 


Col 
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"Treadeasy’’ Shoe 
P. W. Miner & Son, Inc. 
in Colonial Black Patent 


IOCRHI 


—and sales impetus —to Comfort. Compare the 





new Colonial Black with what you are now using... 
its perfect finish, mirror-like brilliance, excellent 
grain and workability. In short, compare its suitabil- 
ity for volume production on patterns you want to 
move. Compare and you'll go Colonial— and go 
ahead! Colonial Tanning Company, Boston, Mass. 


I A 


Jot the Best Fatent Leather Shoes 
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ag FOOTING yas ial sams 


when Spaulding Counters 
give her Happy Heels 


Skeet shooting and hunting are not the only occasions when a 
firm, comfortable footing means a good score. People in all lines 
of sport, and all walks of life, prefer shoes with Spaulding Count- 
ers. For Spaulding Counters hug the heel without squeezing it. 
They keep the backseams straight, the quarter and vamp trim 
as new for the entire life of the shoe. Made exactly to the last 
measurements, in both rights and lefts, they fit perfectly. They 
give better service, better satisfaction, because they're made of 
finer, stronger, Jong-fibre hemp and flax—specially processed, 
accurately sized. For better shoes, and happy customers, 


specify—‘‘With Spaulding Counters.” 


PAULDINGT. 


Counters 


“Made tn North Rochester, N. H. 











NO OTHER PART OF THE SHOE MEANS $0 MUCH ...AND COSTS $O LITTLE 
When writing advertisers please mention Boot and Shoe Recorder 








6120—General utility shoe. Duck up- 
pers, double arch stays, back 


a foxing 
of sole. Made in all white 
black inner _~ and fin 


sole, Leather e. 
Men's Sizes 6//,/12 

Boys’ Sizes 2!/2/6.............- 73 
Youths’ 


ai » Neutral with Brown 
and Sand inner foxing, 


aa sole. 


6124—Same in , with Grey Trim 
and Red inner foxing, crepe 


4112—"Hi-Kix" made with real leath- 
er lasole, Canvas uppers, drill 
lined with bound counters and 
reinfo Heavy 
ni \e ie Black with 

ite foxing and White Sole. 

Men's Sizes 6//2/12............ AY/, 
Boys’ Sizes 2!/2/6 
Youths’ 
Gants’ Sizes 6/10/2............ 56 


THERE'S AN 
ENDICOTT- JOHNSON 
| y 


| 


6122—Black with White inner i 
and White sole. Sizes 6'/2/12.. 


Boys’ Sizes 2!/2/6 
Youths’ Sizes 11/2 

6123—Brown with White inner foxi 
and White sole. Sizes 6/2/12 .78 
Boys’ Sizes 2!/2/6............++ 71 
Youths’ Sizes 11/2 


a, 
» 


6113—Same in Brown with White 
Foxing and Sole. 


O1-Zeme in White with White Fox- 
ing and Sole. 


6145M—Men's White Canvas Bal Ox- 
er oe white dual fox- 


sole and 
crepe outsole. 
Sizes 6/2/12 


Cheh~Besne in Blue with White 
trim and crepe sole. 





FOR PLENTY OF ACTION 
FEATURE “HI-KIX” TENNIS SHOES 


MADE WITH GENUINE LEATHER PATENTED INSOLES 


Swing into action now. Be the first in your community to meet the 
demand for Hi-Kix Tennis Shoes, for Spring 1937 will see a tremendous 
market for these newest types, and there will be plenty of business for 
the retailer who has them in his store. 


Hi-Kix Tennis Shoes are real athletic shoes—suitable for each and every 
member of the family. They're strong, well made and comfortable and 
their fitting qualities and genuine leather insoles are extra features which EJ’s “Hi-Kix’’ are made 
with a genuine leather, thor- 


i oughly flexible insole, vul- 
g '° e e e ° ° 1 
Get your Hi-Kix Tennis shoe business going early this Spring! Order sich sities ical he 


now and be assured of a constant and profitable business right at the ni 

addition, the uppers are 
start of the season. : , 

stitched to the insoles, each 
stitch a lock-stitch, doubly 
protecting the shoe against 


make easier sales. 





See our salesmen at once for complete details. 


seam splitting. 


6141M—White bal oxford with leather 
insole. All white trimmed 
with white soles. Sizes 6/2/12 .65 


6141 —Same in Boys’ Sizes 2!/2/6... .59 


1 ' 
6141'z—Same in Youths’ Sizes 11/2.. .53 oe ae am 


6140 —Same in Women's Sizes 2!/2/8 .59 hi-cut. White uppers, all 
6140/,—Same in Misses' Sizes 12//,/3 .53 aa 


6140/4—Same in Childs' Sizes 8/12.. .47 61421/,—Same in Misses’ Sizes 12'//3 





ENDICOTT, NY SEiSbikdls 





SHOE MANUFACTURERS 


ACME SHOE CO., 
Charles Giles, 
Children’s stitchdowns, $1.50 to $2.00 
JULIUS ALTSCHUL, Ine., 
Fred H. Wendt, 
ry F i, misses’ and children’s shoes, 
$3.00 to 
E. R. “oy ie co., 
Abe H. Goldbe + 
Women's shoes ‘Sb: and ‘“‘Compo Welt’’ con- 
struction. $5.00 and $6.00 
BEST SHOE co. le 
Robert 


se eK > don'ts stock, $3.00, $4.00 and 


OnASLEY- ig kl Co., Ine., 
owa. 
Men’s Turn Sole Lippers, $3.50 to $10.00 
BROWN SHOE CO., 
Howard J. 


Legs 
Complete general ‘line plus nationally apgstions 
women’s ws — lt men’s “‘Airsteps,’’ “Bus 


Brown” shoes for children, Boy and Girt Seout 
Shoes. 


COMMONWEALTH Shoe AND LEATHER co., 
Bostonian .”” “Bootsaver,”’ and ‘ “Mansfield” shoes 
THE COPELAND AND RYDER Co., 
Fred H. Wendt, 


oe and Women’s “‘Copeg’’ arch shoes, $9.50 
to $11.00. , 


CRADDOCK TERRY CO., 
Dave A. Marks, 
Men’s, women’s and children’s shoes, general line. 


DOROTHY DODD SHOE CoO., 
Julian H. Chapman, 
Women’s high grade shoes, $6.50 to $10.00. 


EMPIRE SPECIALTY FOOTWEAR CO., 
— yl J. Kil 


Men's and Boys’ dress shoes, ork shoes and Hi- 
cuts. Ladies’ and children’s yes ““‘Standon”’ 
tennis shoes. Rubber footwear 
CPHRATA SHOE oe C8.. 
Lou Brown L. 


Lang, 
re Re ore waite | from 1’s to 3's in stock, $1.60 


FRANZEN SHOE & SLIPPER CO., 
uel A, Wax, 

Slippers, $1.00 to $1.50 
Vengent, Wemmers co., 

Boudoir slippers 
nonripared SHOE CORP., 

Men's Shoes, $4.00 to $5.00 
INTERNATIONAL pues co., 

Julian H. Chapm 

Women’s high onde shoes, $6.50 to $10.00 

Kenmeyress, | BOOT CoO., 


4. y 
Ladies’, Men’ vs, Boys’ and Girls’ 
$6.00 to $20.00 a ris’ Riding Boots, 


Z 7, 


nk. 


A A A A 
Ue nS 


_f! 


7 








4 


4! 
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”S comer 


KNIGHTS ALLEN CO., Ine., 
Man's Turn sole slippers, $3.00 to $4.00 
KNIGHT $ SLIPPER MFG. CORP., 
Padded sole LF — 79¢ to $2.50 
G. MEHRINGER & CO., Ine., 
a J. 5 
cloth Bath Mules, $1.25 to $2.50 
meLnose SLIPER co., 
ax and ‘Simon W 
om * and -— F, $1.00 to $2.00 
THE , mith ee Sued co., 
Women’s Health Building Shoes, $7.50 to $10.00 
MONDL mFS. COMPANY, 
Howard Engquist, 
sisapued Heuwex, 59¢ to $4.50 
PONTIAC SHOE CO., 
Otto G. " 
byl Arch, dress and sport shoes, $5.00 and 
QUEEN QUALITY SHOE CO., 


Julian H. Chapman, 
Women’s high grade shoes, $6.50 to $10.00 


REECE WOODEN SOLE SHOE CO., 
Howard J. Eng 5 
Wooden Sole Footwear, $1.00 to $7.00 


E. P. REED & CO., 
Edward Streeter, 
Women’s | y “‘Collegebred. 
““Sportview’’ Om shoes 
R. + GARVER, Maes 
Camp and Hunting Footwear, $2.50 to $12.00 
60L-SASE FOOTWEAR CO., 
Simon ax, 
Slippers, $2.50 to $3.50 
ewan B Shes CO., Ine., 
J. Engquist, 
Padded and Pre-welt sole slippers, $1.65 to $6.00 
Terese SLIPPER co., Ss 
Slippers and t sandals, $1.95 to $4.95 
UNITY SHOEMAKERS CORP., 
annen, 
Women’s shoes, $5.00 to $6.00 
UNIVERSAL SHOE MFG. CO., 
Dave A, Marks, 
.00; Women’s Uco and 


ompes. $3. Delmacs, 1400; Crewing 
and $4.00; Welts, 





Wiegonein | SHOE COMPANY, 
Complete Line Athletic Footwear, $3.00 to $12.00 


RETAIL SHOES 


JONES TREADEASY SHOE SHOP 
NURSE SHOE CO. 

O'CONNOR & GOLDBERG 

OR. REED CUSHION SHOE Co. 


OTHERS 


ARNOLD BROS. & CO. (lasts) 
BEE HIVE SHOE REPAIRING CO. 
BOOT & SHOE RECORDER 
wawonary 6. 


Robert , 
Bows and ornaments, 50¢ to $1.00 
CAMERON & CO. (shoe store seating) 
H. J. Cents MFG. CO., 


big and Ankle Supporters, $1.00 to 
FELTMAN & CURME SHOE STORES CO. 
(general offices) 
STEPSOFT PRODUCTS CO., 
Insoles, Heel cushions,’ ete., 10¢ to 25¢ 
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RITA IN STOCK 
R1196 Genuine Silver Kid. $2.75 
1198 Genuine Gold Kid.. 3.25 


66 Last, Round Toe, 21/8 
Louis Heel 


As above only with 12/8 
Block Heel 
#1197 Genuine Silver Kid. $2.75 
R1199 Genuine Gold Kid. 3.26 
AA and B Widths only 
This pattern also carried in stock 
in both heels in White Faille or 
Black Faille at $2.00. 


* 


TRIXIE IN STOCK 
R1184 Genuine Silver Kid. $2.75 
R1186 Genuine Gold Kid. 3.26 


66 Last, Round Toe, 21/8 
Louis Heel 


As above only with 12/8 
Block Heel 
R1185 Genuine Silver Kid. $2.75 
R1187 Genuine Gold Kid. 3.25 
AA and B Widths only. 
This pattern also carried in stock 
in both heels in White Faille or 
Black Satin at $2.00. 


A\malgamate 


GOLD & SILVER KIDS 





They have been chosen for the 

seventh consecutive season to 

Jassure top quality in these new 
patterns from 


OF HAVERHILL 
MASSACHUSETTS 


You can order these styles according 
to your immediate needs with confi- 
dence and definite assurance of excel- 
lent quality and fast In Stock Service 
throughout the season. And that’s be- 
ing “A WISE ONE”. 











SEND TO 


HANNAHSONS-HAVERHILL, MASS. 
FOR A COMPLETE IN STOCK BULLETIN 


CASINO IN STOCK 
R1192 Genuine Silver Kid. $3.10 
R1194 Genuine Gold Kid. 3.60 


66 Last, Round Toe, 21/8 
Louis Heel 


As above only with 12/8 
Block Heel 


R1193 Genuine Silver Kid. $3.10 


R1195 Genuine Gold Kid. 3.60 
AAA to B Widths 


This pattern also carried in stock 
in both heels in White Faille, Black 
Faille or Black Velvet at $2.00. 


* 


CHERIE IN STOCK 
R1002 Genuine Silver Kid. $3.10 
R1004 Genuine Gold Kid.. 3.60 


66 Last, Round Toe, 21/8 
Louis Heel 


As above only with 12/8 
Block Heel 
R1003 Genuine Silver Kid. $3.10 
R1005 Genuine Gold Kid.. 3.60 
AAA to B Widths 
This pattern also carried in stock 
in both heels in Black Crepe or 
White Crepe at $2.35. 
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FOOT REST new 


OF ADVERTISING AND 
OPPORTUNITY... Each 












SPRING 1936 
12,777,327 
Sales Messages 


FOOT REST more than ever the most talked 


aghout fine shoe in America 

De Uop abako) ana at-Waalol-tatolbha-te-batee bate, 
publications in the country — Ladies’ Home Journal, Woman's 
| Kod nak - tan Oxedachol-babtobalamn Kole stl Fie w= i-balel-) ait-MaE at-0 4-1-6 ann | Col OF-0 0 FEE Tolole. 
Housekeeping, Sunset, and American Journal of Nursing —will 
carry the Foot Rest story to their millions of readers ...a 
total of 15,764,067 sales messages in the spring months of 
1937. This intensive and sustained consumer drive reaches 
in big volume — into the immediate territory of every Foot Rest 
dealer. Like all preceding Foot Rest advertising, it will give 
Baabaat-Yobt-hd- Mab bcat ol-babl- Mm coMmol-t- 00-5 all-t-0U-3mE- bale MN ob alo} 30d—0EN Molo) ams 4-4-1 ame Tor 
vertising 1S conspicuously successful in stimulating sales 
JoX=Kor= Rb N-1-Uab ba E-M oh DENG aod aE Gal -ME—To} bc MD colo b atel-Lolobauie) Mabe abact-tdel al-tM-Talol= 


quality at a reasonable price 





i | 














Ky ippeonde rf 
\ F OOT REST 


5%. 7 Q Every Krippendort Shoe 


... 1s a Sewed Shoe 


\ 





DEALER 





. Fy “ 2 
2 


1936 
iRoMGisiohelen| 


ee Sales Messages 


3 # 0 F T 5 As women approve Foot Rest 


mount to Styles and Four-Spot Comfort 


The nation-wide swing to Foot Rests is the talk of the 
shoe industry. Women like this modern shoe because it 
gives them the style, the comfort, the fine quality they 

new want, at the price they are willing to pay $6.50 to $7.50 

Foot Rest pays you better than the average 


jo) cob oh amb aat-bacpbala aogbl- Tea ab acholobad-bah amb ha-mabbabaat-hdedal-to! A.-§ ot Comfort 
quality and genuine comfort features make it a p 
Sells Shoes 





ey ebatct- hate alt=) Gib a:b ol-t-84-) nan © a0 (2B TE WB oat-had:5 lo) aba Tor 
obo WE Cate Ub a=) o1:¥-8a- EE bate abba atohd-s ami ba- Mn atch ab aet-0.¢-2r-| 
Joho usb aX :-1-Mo C=} of-balot-0o) (Wa b ate Mmm ob ao) oha-00)(- SEEN Molo) a ¢-1-3c 
offers you a complete line—light soles and Good- 
year welts. Theres a Foot Rest Shoe for every 
gop aat= bales Molokai 54:13 ail ob ool -\-ar-ba-WE-(o 07-5 a Oi-1-Yo WEE -1-ha-0 0) 60-7 ate 
(sto Munnnod Kol-{-troh 0G dob a-1o GU Col -To MR Coen a ot: Mb aad babbaahl tactile Mole) a 
Rest In-Stock Department gives you the shoes 
you want—when you want them. Foot Rest offers 
you an outstanding opportunity to build for per- 
yaatebat=baXel-WE- bale iho) cobeue-mb bath a al-Mbobal-WE-jalol-Mbat-3ic lM i'bba- S<sBleih Docienet tee eubher... ob 
sorbs shocks, reduces foot fatigue. 


or write today for full details of this most attract- EA ALA 


. : ~¢: ide of the foot, helps bal h 
ive franchise in the fine shoe field. pot eh | a whe adayer yl ype 


3— Metatarsal Cushion of live rubber 
supports metatarsal arch ... makes the 
step light, buoyant. 


4—Snug Heelast ... is shorter from 
ball to heel and insures glove-like fit at 
without sacrificing any toe room. 


THE KRIPPENDORF-DITTIMANN CO. 


rFIiInrinnoarTti nuin 





1] 














U. S. ROYAL HEELS 
NAIL TIGHTLY, WEAR LONGER, 
AND GIVE THAT FINISHED AP- 
PEARANCE SO DESIRABLE IN 
HiGH-GRADE, WELL-STYLED SHOES 


When all the qualities of beauty, style, and long 
wear have been built into your shoes, don’t stop 
short of having a real sales success. The final 
touch that denotes sagacious buying and true 
craftsmanship is the use of U. S. Royal Heels. 

U. S. Royal Heels combine a// the latest in- 
novations of rubber heel construction. Smarter 
appearance is achieved by blind nailing. A new 
insert construction gives greater resistance to 





Additional 
U. S. Shoe Products are: 
1. Laflex Mid-Soling 
2. Kralex Insoling 
3. Insolex Insoling 








design. 
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GO ALL THE WAY 


when building better shoes 


SE U.S. ROYAL HEELS 


nail pulling. Perfect cupping, combined with an 
insert of just the proper firmness and toughness, 
provides a specially tight edge. And, of course, 
U. S. Rubber Heels are built in sizes and con- 
tours which conform to Boot and Shoe manu- 
facturers’ standards. 

U. S. Royal Heels add the finishing touch and 
make good shoes good sellers! Get in touch 
with our nearest representative to-day. 


USKIDE Soles, Soling, and Toplift Material. From Coast to Coast 
the name “USKIDE” stands for “The Wonder Sole for Wear.” USKIDE 
products are waterproof—long-wearing— popular everywhere. 


REGENT Heels with Washers—popularly priced—the new modern 


United States Rubber Products, Inc., 


1790 Broadway, New York, N. Y. ls 
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and ANGRY CUSTOMERS 


When you use a substitute cement, your hands are shackled against 
the “‘return evil.’’ Remember that a cement-sole shoe can be only as 
good as the cement that holds it together. Long experience has proved 
that COMPO Cement is the most thoroughly reliable adhesive. It has 
been used in the making of over 161,000,000 pairs of the best cemented shoes. 
Perfected by du Pont, backed by 30 years’ experience in cementing leathers, 
it is the one cement that can give you and your cus- 

(@) MP tomers the greatest certainty of satisfactory service. 
Compo Shoe Machinery Corporation, Boston, Mass. 


. 82,984,301 pairs of Compo Shoes were made in the first 9 months of this year. 
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THE GARFIELD: S-509, iu black calf; S-510, in brown 
















FA Mo 





September shipments from the Florsheim Stock Department topped 
any and every month during the last six years. Here is tangible evi- 
dence that the public is buying quality merchandise in ever-increasing 
quantities . . . for each pair shipped represented the replacement of a 
pair that some Florsheim retailer had sold. Here is evidence, too, that 
Florsheims are the best-known and fastest-selling fine shoes in America. 
If there is no Florsheim dealer near you, you should get in touch with 
us at once... we will be glad to have our representative call in order 


to show you our Spring line and to explain our merchandising plans. 
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